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Light weight, great strength and flexibility place 
Acco Steel Loading Chain in great demand. Log- 


ging, farming, trucking, road and building con- 


struction, garages, in fact almost every line of 
industry buys this chain in large quantities. 
Stock a good assortment of sizes— 


there's a year around demand. 


' ACCO 2 
CHAIN SPECIALTIES 


Coil Chain, Welded Plumber and Safety 
and Weldless Chain 

Steel Loading Chain Well Chain 

Log or Binding Chains Trace Chains 

Porch Swing Chains Heel and Butt Chains 

Hammock Chains Breast and Halter 

Sash Chain Chains 

Dog Chains Repair and Lap Links 

Wagon Chains Hooks, Cold Shuts, etc. 
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fi id by this Marker and in 34” diameter 


be lappear the red, white and blue surface 


When a product survives the test of ti 
may be termed a “survival of the fittest”. 


such a history. It has always been good a 


characterized Columbian among users of deg enc 


Just examine the features of Colum 
Rope and the reasons for its leadership wi 
stood. No other rope contains all the 


It is made in the world’s most 








When your rope stock needs replenishing, you might 


It is guaranteed by the fap obtain the rope containing all these features. To be 


Marker. 


352-80 Genesee Street 
Branches: — NEW YORK CHICAGO BOSTON NEW ORLEANS 


COLUMBIAN ROPE 
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[A Quality Tool+ 
Proper Display is |\zz 
modern merchandising 


HE best merchandise in the 

world won't sell if it’s hidden under 
the counter. 
Genuine Irwin Solid Center Auger Bits 
on the board shewn above offer the 
dealer small salable stocks, frequent 
fill-ins, rapid turnover and excellent 
display. These factors are the founda- 
tion of modern merchandising and 
mean maximum net profits. Only an 
Irwin trade mark is your guarantee 
of quality and performance. Irwin — 
The standard of the World—“Cuts 
True—Clean Thru”. 


Get This From Your Jobber 


Ask your jobber to furnish you with one 
of these Irwin Auger Display Boards 
—and watch your bit sales grow. 


THE IRWIN AUGER BIT CO 


WILMINGTON, . OHIO 
ESTABLISHED 1885 
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IRUE TEMPER BRUME RAKES 






Every home in America should have one or more. 
We offer a wide selection in light weight and 
heavy duty models. With a well balanced stock 
of our established line of Brume Rakes and other 
TRUE TEMPER PRODUCTS, dealers everywhere 
need search no further to meet every demand 
of their customers for quality hand tools. 


set 


4 We also offer you 


“mC nconbe 


We are pleased to announce the addition 
of this well known product to our line. 
Here is a light, strong and flexible tool. 
Made in 18 inch (No. LC 18) and 24 inch 
(No. LC 24) sizes. Constructed of flat 
spring steel, it affords a broad, clean 
sweep. 
Ask your Jobber for details 

















At right are two heavy duty 


sturdy, short, rigid teeth. 


THE AMERICAN FORK AND HOE COMPANY - - - - - Keith Bldg., Cleveland, Ohio 





AGRICULTURAL—GARDEN AND INDUSTRIAL TOOLS—AXES—HAMMERS—HATCHETS—SCYTHES 
—SHOVELS—SPORTING GOODS—RAILWAY APPLIANCES 
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Two new lights that pay you 


a handsome profit 


and require a minimum amount of sales-effort! 














This window ‘card 
is yours 
for the asking 


“ 


We pay the postage! 
Actual size, 36” high, 
22” wide. 





Right Now—FREE 


While national advertising in 25 leading magazines is 
telling the story of the new Eveready Wallite, we are 
offering postpaid a handsome display card lithographed 
in full colors (see illustration at left). This display 
will help yous sell Wallites. Tear “out and mail the 
coupon on the opposite page—now! 
* e 


One dealer in a large metropolitan area sold over 1000 Ever- 
eady Wallites in a short time. He did it by telling his custom- 
ers about these lights. For when a customer understands how 
a Wallite works, he knows at once it is just what he needs! 

Almost every home lacks sufficient electric-light wiring. 
There is usually at least one closet, and often an attic, that is 
badly in need of a light. But wiring is frequently too much 
trouble and expense. 

The Eveready Wallite needs no installation! Two screws 
or a hook will put one in place. It is powered by two of the 
new, extra long life Eveready Flashlight Batteries that last 
for months and months. 


The Wallite looks 
exactly like a regular 
electric-light fixture . . . 
works with a pull-chain 

. and is finished in 
black or ivory with 
polished nickel trim- 
mings. It is a handsome 
piece of work — styled 
for 1932, yet attractively 
priced for quick turn- 
over! Order from your 
jobber. 





The Eveready Wallite. Actual 
size: 4144" wide, 514” high. 
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Six pocket lights 
come packed in this 
striking counter dis- 
play. Order from 

your jobber. 


Nationally advertised! For 1932 
we have planned a bigger adver- 
tising campaign than ever before 
on Eveready Flashlight Batteries! 
It will pay you in additional 
profits to display and sell them. 


Mail this 


Coupon today! 
» 


EVEREADY 


WIRELESS-ELECTRIC 


LIGHT 


FEBRUARY 4, 1932 








The latest word in 


PocKET LIGHTS 


THERE is something captivating to customers in the way this new 
Eveready operates. When you press the switch-button, the lens 
slides forward — fully and brightly illuminated. To turn off the 
light, you return the lens into the case with a slight thumb-pressure. 
There has never been anything so utterly different! 

And there has never been a pocket light so neatly and beauti- 
fully finished! The case is highly polished nickel, trimmed with 
buffed French enamels — in rich red and black. The colors and 
the size appeal especially to women — it is just right for a hand- 
bag. And it fits conveniently in a man’s vest-pocket. Ruggedly 
built to suit a man; gracefully styled to appeal to the ladies. 

The striking appearance of this new Eveready, packed in the 
attractive red-black-and-silver counter display, is its best salesman! 
Feature it for bridge-prizes; reading theater programs; finding 
keyholes, and many other uses for an efficient pocket light. 

The Eveready Pocket Light, as well as the Wallite, is being 
advertised in a big list of national publications, telling your cus- 
tomers about them. Thousands are being sold every day — get 
your share of the business! 


Evereadys are 


ALL-ARMORED NOW 


IT ISN’T likely that anything you sell does more to bring a customer 
back than Eveready Flashlight Batteries! These little light-makers 
are so satisfactory — last for so long — that once a customer tries 
them, he always buys them. Naturally, he goes where he knows 
he can get them. And nine times out of ten, a customer who comes 
in for Eveready Batteries will make a few other purchases. 

The latest addition to a long list of improvements on Eveready 
Flashlight Batteries is the new metal top. It replaces the old-fash- 
ioned, wax-compound seal. Now, there is no danger of cracked 
tops and power leakage! 

Your customers, as well as you, are protected by Eveready’s 
all-armored construction. The chemicals keep active and fresh for 
a longer time, because they’re tightly sealed in metal. Evereadys 
are a bigger dime’s worth than ever! 


NATIONAL CARBON COMPANY, INC. 
30 EAST 42ND ST., NEW YORK, N. Y. 


Unit of Union Carbide u & & and Carbon Corporation 





Please send me, all charges prepaid, the free window display on the 
Eveready Wallite. 


Name 
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Larger Sales Per Customer 


Mr. Bjornstad says: 


“Experience has taught me that the way to boost 
retail hardware profits is to display every item in 
your stock as prominently as you can—place it 
where your customers can examine it easily—and 
where your salesmen can secure it instantly. 
“When I saw the Lyon Miniature Model of my 
new store I knew that it had .been designed by 
experts on retail hardware merchandising. 


“I signed the contract. 


‘Now that my store is completed, I know that my 
ideas were sound and that I was right when I decided 
on Lyon Steel Store Fixtures. My ledger proves it.” 





The paint and varnish section in the new C. Ben Bjornstad & Co. hardware store. 
Note the attractive fixtures; the wide, illuminated display ledge; the space-saving 
adjustable shelves. 


7m Ot es 


WALL DISPLAY SHELVING + WALL PANELS - DISPLAY 
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In This Modernized Store 











i SPORTING GOODS 


ae 


This is the C. Ben Bjornstad & Co. retail hardware store looking from front to back. Note the wide aisles, 
the uninterrupted view clear to the back wall, the illuminated le ge, the trim display tables and the easy 
P' 


accessibility to every article in stock. Here is a modernized store 


mned to move goods, not to store them. 


Lyon Hardware Store Fixtures 
Invite New Sales and Increase Net Profits 


“Do your sales average more than 60c per customer? 
“Do your wall fixtures and tables bring you an aver- 
age return of more than $3.00 per lineal foot per week? 

“Are the majority of your customers women?” 

These and other questions, based on the merchandis- 
ing standards of the N. R. H. A., are constantly in the 
mind of progressive dealers, like Mr. Bjornstad, when 
selecting fixtures for a modernized hardware store. 

More than blue-printed floor plans were examined in 
planning the store—the Lyon Service Man demonstrated 
a miniature model store, designed to exact scale. 

This model showed every fixture detail, with stocks in 
place—the continuous open display ledges from front 
wall to back, indirectly lighted so all stock is in plain 


view—the tables and counters designed to utilize every 
possible cubic foot of display space—the allotment of floor 
area to each department, planned for sales and profit. 

Samples of the fixtures proved the richness of the 
two-tone finishes—the boltless method of shelf adjust- 
ment—the trim appearance of the paneled uprights and 
cornices. F 

Let the Lyon Man serve you, too, whether you’re 
remodeling or equipping a new store. He is a retail 
hardware specialist—knows your problems and speaks 
your language. He knows N. R. H. A. merchandising 
data, and, after studying your layout and market possi- 
bilities, he will submit an exact model of your new store 
—planned for profit. Send for him, there’s no obligation. 


LYON METAL PRODUCTS, INCORPORATED, AURORA, ILLINOIS 
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COUNTERS - MERCHANDISING COUNTERS - SHOW CASES - TABLES 


* LOCKERS .- SHELVING 





All garage door problems 
solved by R-W equipment 


Whatever type of garage doors you want, R-W 
can supply them. . . from common hinge doors 
and parallel sliding doors to overhead doors and 
doors that slide around the corner. 


The most useful and, therefore, the most popular 
type of door for private and public garages is 
Slidetite, illustrated above. Slidetite doors fold 
inward and slide to either side or both sides of 
any opening up to 30 foot width, leaving no cen- 
ter posts or other obstruction. The utility of R-W 
Slidetite equipment is based upon its flexibility 
- « « Suited to wide or narrow openings. . . may 
be operated electrically or by hand. Other features 
R-W “‘Swinglite” doorway equipment include ease of operation, silence, speed, freedom 
(hinge doors). from repair or maintenance expense. Slidetite 
ee fe engineering insures freedom from weather an- 
noyances. Melting snow cannot drop from over- 
head ... no springs or weights to get out of 
order. A complete R-W installation, including 
the doors and hardware, is guaranteed. to provide 
economy and lasting satisfaction. 


R-W door hardware, the largest and most com- 
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R-W “OveR-Way” doors, with unique ei 
features not possessed by other equip- plete line in the world, solves any and every door- 
ment of this type. way problem you'll ever meet. All types of instal- 


lations are shown in catalog. Send for it. 


Richards-Wilcox Mfg. Co. 


“A HANGER FOR ANY DOOR THAT SLIDES” 
AURORA, ILLINOIS, U.S.A. 


Branches: New York Chicago Boston Philadelphia Cleveland Cincinnati 
Indianapolis St.Louis New Orleans Des Moines Minneapolis Kansas City 








phere => Los Angeles San Francisco Omaha Seattle Detroit Atlanta Pittsburgh , h 
R-W “SlidaSide”’ (around the corner) Milwaukee Richards-Wilcox Canadian Co., Ltd., London, Ont., Montreal, Winnipeg 3 imprint” 
garage doors. 
* e R-W S‘Slidetite” doors can be operated eas- 


ily in any weather by man, woman or child 

. . .no hazardous center posts in wide open- 

ings. (Electrically operated for commercial 
or private garages, if desired.) 





UNOBSTRUCTED 30-FOOT OPENING 
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written in Flake Graphite 
for more than 100 years 


This is the identifying mark of 
Dixon’s Graphite. The combina- 
tion, Dixon’s and Graphite, have 
been synonymous all over the world 
for more than 100 years. 


And, another word that is closely 
linked with these two is—lubrica- 
tion. These three are inseparably 
linked in the minds of thousands of 
mechanics, maintenance men, and 
engineers, for unquestionably 
Dixon’s Flake Graphite has its place 
in every well planned scheme of 
lubrication, and as an auxiliary 
lubricant with oils and greases it is 
generally recognized as benefiting 
the base lubricant. 


If you have never had the how, 
where, and why of Dixon’s Flake 
Graphite lubrication explained to 
you, write for it today. Or, better 
still, send us an outline of your 
lubricant sales problems and we'll 
tell you how Dixon’s can help you. 


Joseph Dixon Crucible Company 


Jersey City dO New Jersey 
Established 1827 
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GRIFFIN BRACKETS 





GRIFFIN Brackets are offered in types, styles 
and finishes to meet the varied uses to 
which these hardware items are applied 
both commercially and in the home 


The new No. 348 Girder Type Shelf Bracket (top 
illustration) combines neat appearance with the 
strongest shelf bracket made today. It has no 
braces to hinder using entire shelf space below. 


(GRIFFIN 


nufacturing Company 





ERIE, PENNSYLVANIA 








Branch Offices:- 


NEW YORK: 45 Warren Sr. BOSTON: 113 PurcHAase Sr, 
CHICAGO: 162 N. CLINTON Sr. SAN FRANCISCO: 703 Market St. 
























No. 990 Kitchen- 
kook. Four cook- 
ing burners, insu- 
lated oven, and 
broiler. Finished in 
porcelain enamel in- 
side and out; dark 
green marbleized 
and ivory. Has 
roomy compart- 
ment with adjust- 
able shelf for uten- 
sils. 





“Model 


GAIN for 1932, Kitchenkook dominates its field 
in beauty and modern style. Again it is first 
and foremost in the whole procession of liquid fuel 
cook stoves. It leads again in the opportunity it offers 
for fast turnover and good profits. 


The new console model is as practical in use as it is 
attractive in appearance. The oven top serves as a kitch- 
en table; saves walking a mile in preparing a meal. 
The oven itself is heavily insulated; keeps all the heat 
inside where it belongs. Keeps the kitchen cool. 


Judge the Kitchenkook, the stove which makes its own 
gas from gasoline, against the entire field of liquid fuel 
cookers. Judge it for beauty and up-to-dateness. For 
cooking speed. For cleanliness. Economy. Check it for 
all the factors a cook stove needs to make it sell. Then 
decide whether you can afford to pass up the big oppor- - 
tunity for making money which Kitchenkook offers you. 
Kitchenkook is ‘‘all set’’ for 1932. If you are a Kitch- 
enkook dealer, we have:a plan whereby you can save 
yourself some money by getting lined up NOW for 
1932. Write for details. 


AMERICAN GAS MACHINE COMPANY, Inc. 


Brooklyn, New York ALBERT LEA, MINN. Oakland, Calif. 


12 HARDWARE AGE 


eyes 


Meetins be 


SS 


4 
eeiie ines 


GIS es 


2k Des 





SI Too ee 
is Shae Re ee Ge den. cel 





A 
OMPLETE SET 


IN ONE BOX 


clar Consumer hice *2/08 
i? 7 rg ‘al Consumer Price */3 7% 
This attractive display board will mean many sales. It Your ges ‘ges 


is packed with hardware, complete. Your jobber will 


furnish at regular cost of sets with a stock order. 00 NT M iss TH iS CHAN CE i 


MS KINNEY 


McKINNEY MANUFACTURING COMPANY 
PITTSBURGH, PA. 
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Now—a Complete New Line 
of Beautiful, Improved 
Bissell Sweepers 





The 

New 

“Grand 
Rapids”’ 











Anew “Grand Rapids’’- that famous 
The Old and the New Bissell model in a modern design, 
- thoroughly up-to-date, decidedly improv- 

. Now the Complete Line of Bissells is 
NEW — in performance and in appearance. 


Modish lower and lighter cases-new 
bails—chrome plating —new style 
corner cushions — non-projecting dump 
levers—attractive lettering on top panel— 
wider pans. 


‘| The new Bissells represent a greater 
value than ever with no change in 
price for a better product. 


(The hotel size sweeper ‘‘Grand,”’ has been redesign- 
ed and given the name, “‘Broad-way.’’) 





Vigorous national advertising throughout 


Dotted lines show one oe of will reach eeepc — S. 
: stantial home in your community. You 
height and shape will profit by giving the Bissell Line 
of the old model greatest attention. 
“Grand Rapids” 
Sweeper 
BISSELL CARPET SWEEPER CoO. 


GRAND RAPIDS, MICH. 
New York Office & Export Dept., 46 W. Broadway, New York 











All new and improved: “Elite” “Queen” “Princess” 
“Grand Rapids” “Apartment” “Utility” “Broad-way” 
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Actual size of the 6” Master Wheel 


An All Season P.ofirx-Maker 


HE OSBORN MASTER WHEEL is in demand every month in the year. There 

are hundreds of uses for this efficient wire wheel brush—a fact that makes 
it a steady sales-getter. Your annual profits on Master Wheel Brushes will 
be more than gratifying. § Osborn Master Wheels are made in sizes ranging 
from 4” to 15” in diameter. All sizes have a standard two-inch opening. 
Inexpensive Osborn Adapters snap into the standard opening making it 
possible to fit Master Wheels to any size shaft. § Here’s a real profit-maker for 
you. And it’s only one of many in the complete line of Osborn Brushes. 


THE OSBORN MANUFACTURING COMPANY 


/NCORPORATED 
5401 HAMILTON AVENUE -* CLEVELAND, OHIO 


Sales Branches: New York * Detroit + Chicago + San Francisco + Los Angeles 


—- 
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For the 
HARDWARE TRADE / ee > 

Clinton Hex Mesh Poultry Netting 

Clinton Straight-line Poultry Netting 

Clinton Hardware Cloth 

Perfection Door Springs 

Wissco Clothes Lines 


Nails and Brads 
Gold Strand Insect Screen Cloth 













-.. give ‘em 
brands they know 


Home owners, farmers, carpenters and screen manu- 
facturers have known the brands of the American 
Wire Fabrics Corporation for years. They know 
that each trade mark stands for a quality product 
that ALWAYS gives satisfaction. When a cus- 
tomer sees one of these brands in your store, sales 
resistance is at once broken. Old friends meet... 
standard, high quality merchandise is recognized. 
AMERICAN WIRE FABRICS CORPORATION, 
Subsidiary of Wickwire Spencer Steel Co., 41 East 42nd St., 
New York City; Buffalo, Chicago, Tulsa, Worcester; Pacific Coast 


Headquarters: San Francisco; Branches and Warehouses: Los 
Angeles, Portland, Seattle. Export Sales Dept.: New York City. 


Li NTO POULTRY NETTINGS 


and HARDWARE CLOTH 


OO 


HARDWARE AGE 
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The Nationally Known . . . Nationally Advertised 





Tudor Console 


75 








with 


quipped for standard 


broadcast reception only 





Same model equipped for both standard and short 
wave Glesdeaks tocendion, as shown, with tubes $3775 


Other models from $34.95.t0 $104.75, with tubes 
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Remember, to get the most 
out of this radio proposition 
—link your reputation to a 
live number—a winner—not to 
an unknown “also-ran.” 


Stewart-Warner—the radio of 
world wide reception—the 
radio backed by a name that 
is known nationally—is the 
Big News in Radio this year. 


A great radio backed by a 
great name—nationally adver- 
tised is the combination that 
has put a big new interest in 
radio all over the country. 


It is the one radio that offers 
a new sensational feature 
magnet this year. There’s no 

uess about that. It’s proved 

y the thousands and thou- 
sands of inquiries brought in 
by every one of the National 
advertisements run thus far. 


New Stewart-Warner 
FOREIGN STATION 
Short Wave Converter 


Improved new superheterodyne prin- 
ciple. May be used with virtually any ‘9 7 50 


A. C. set of adequate sensitivity. Com- 
plete with tubes. . . 2 1 1 2 eo oe 












Cash-in on this enthusiasm for 
World Wide Reception. Direct 
this buying urge to your store. 


Your Hardware Jobber 
Can Supply You 


The Stewart-Warner Silver 
Jubilee Line is complete in- 
cluding ten models from 
midgets to beautiful consoles 
—including radios with and 
without built-in Short Wave 
Converters, priced from $34.95 
to $104.75. That means a radio 
for every pocketbook—in ad- 
dition ‘to a new $27.50 Im- 
proved Short Wave Converter 
which, used with any A. C. set 
of adequate sensitivity, gives 
world wide reception. 


Ask your jobber about the 
liberal franchise—and then 
get in to cash-in. 
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BECAUSE IT’S 
CLEAN 





/ f At least every other cutlery cus- 

| tomer demands Stainless Steel. 
This group of buyers is constantly increasing and 
for a very obvious reason. Stainless Steel is clean 
—permanently clean ... No dirt-collecting pock 
marks or blackened edges as in plated ware... No 
distasteful and expensive polishes required to 
keep it bright... “Stainless” is corrosion-resistant 
—all the way through. It is economical to buy and 
therefore profitable to sell. Remember genuine 
Stainless Steel is manufactured only under the 
patents of the American Stainless Steel Company, 
Commonwealth Building... Pittsburgh, 


Pennsylvania. Write for our informative 





new booklet “Forward with Stainless?’ 


STAINLESS STEEL 














N E \W/ouseou OILER 
ASSORTMENT 


Every home needs this new household oiler. Copper plated 
steel oiler with the Eagle re-enforced inserted type spout. Just 
the oiler for oiling sewing machines, vacuum cleaners, lawn 
mowers, electric fans, small motors and the countless other spots 
around the home that need an occasional drop of oil. 

Colorful, attractive display carton containing assortment of two 
dozen oilers as follows: 
One dozen No. OSA oilers, % ounce capacity, 
1% inch spout. 
One dozen No. O5B oilers, % ounce capacity, 
2 inch spouts. 
A low priced special on which you make your usual mark-up. 


BE SURE TO INCLUDE THIS MOST 
POPULAR ITEM 
IN YOUR ORDER 


Full size 1/3 pint capacity 
copper plated steel oiler 
with 3 inch inserted type 
spout. The most popular 
and rapid seller on the 
market. Packed one 
dozen oilers in attractive 
display carton. 


FULL SIZE 
OILER 
RETAILS AT 


10¢ Each 
ORDER 













from 


YOUR JOBBER 


And insist upon Eagle Oilers. 
If he cannot supply you, write us direct. 


EAGLE MFG. CO., WELLSBURG, W. VA. 
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but GET THIS 
MESSAGE OVER 

























ln your store—out in the country—wherever 
you are—get this message over. 


Whisper or shout—any way or by any method— 
get this message over. 


The future purchasing power of a farm 
community depends upon the farm im- 
provement that is undertaken today. 





4 To assure the future of your own business—to 
s be certain that profits will grow larger—get 
e that message over. 
And—while you aré doing it—get this message 
over also: 


Good fencing turns unproductive acres into 
productive ones. It enables the farmer to 
properly rotate his crops and stock—thereby 
increasing soil fertility. It permits “hogging 
down” of the corn and surplus grain crops. It Here—then—is a duty you must not overlook. 
reduces the cost of farm operation, and places Beginning at once, put on a real “farm improve- 
the farmer in a position to improve ment” sales drive in your community. 
his income. 


Surely — no products you might 


staple necessities which so effectively meet the 
needs of present day farming, and are so closely 
linked to your business progress. 





Point out to every farmer how properly 
fenced fields pay for farm relief through 
offer for sale are more vital at this increased farm incoéme. Remember— 
time—or perform a more important you have farm prosperity for sale—how 
profit service for you—than these 3eawe of, their known quality. you dispose of it is entirely up to you. 


ire Com; 
Zinc Insulated Fencing, Steel Fence 
Posts, Poultry Netting, Steel Gates, 
Barbed Wire, Nails and Wire of all 
kinds are more easily sold—more 
profitably merchandised. 


AMERICAN STEEL & WIRE COMPANY 





SUBSIDIARY OF UNITED Us STATES STEEL CORPORATION 
208 South La Salle Street, Chicago And All Principal Cities 


4 

ie Pacific Coast Distributors: Columbia Steel Company, Russ Bldg., San Francisco 

‘: Export Distributors: United States Steel Products Company, New York 

3 a ® & * e * * e * € 2 cd e & a & e 
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HARDWARE MERCHANTS 




















ere are several reasons 
why it pays to standardize 






















First, consider the advantages of buy- 
ing many of your fastest selling items 
from a single source—padlocks, night 

latches, deadlocks, cabinet locks, key 
blanks, door closers, locksets and a 
complete assortment of builders’ hard- 
ware—all bearing a trade-mark that 

is known the world over for quality. 
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Then bear in mind the fact that not- 
withstanding the long established and 
promptly accepted value that the name 
Yale represents—Yale products are 
priced no higher than other manu- 
facturers’ whose quality merits 
comparison. 
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Finally— remember that 
“the name Yale helps 
make the sale” 


We invite your corre- 
spondence 














THE YALE & TOWNE MFG. CO. — :: : STAMFORD, CONNECTICUT, U. S. A. 
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Think what this “Honor Mark”—the 
Sun-Red Edge on every roll of Reynolds 
Screen Cloth—means to both your cus- 
tomers and yourself, Mr. Dealer. 


When customers ask for a certain num- 
ber of feet, or yards, of this Self-Meas- 
ured Screen Cloth, they are sure of get- 
ting the exact length desired. 


Sun-Red Edge comes plainly measured 
and marked every six inches. It saves 
time, mistakes and loss in both measur- 
ing and cutting, and assures you of your 
rightful profit. When you sell a full 
roll customers get 100 feet of guaranteed 
perfect cloth. 


REYNOLDS 
WIRE CO. 


Emblem of 


H BUSINESS CHARACTER [i 
| Rice Leaders | 
of ee World 
Association 


M Represents High Standing in | 
M NAME-PRODUCT-POLICY | 












The Sun-Red Edge also protects the 
cloth. The paint on the selvage edges 
guards against rust, where moisture col- 
lects under the nailing strip. Real pro- 
tection. 


The Sun-Red Edge makes this screen 
cloth easy for customers to identify. It 
is their assurance of always getting the 
same good brand and quality. Helps 
you sell more cloth. 


The line includes: AluminA (electro- 
plated), Black Painted and Bronze. 
Each the best of its kind. Sold only 
through Jobbers. Ask your Jobber for 


prices, sales helps and full information. 






DIXON 
ILLINOIS 
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No Window View is clearer 
than its GLASS 
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NLY the finest window glass can transmit 
ah faithfully the view beyond a window, can 
mirror the scene clearly and without distortion. 

That is why so many architects have chosen 
Pennvernon Window Glass for the windows of the 
homes they design. Pennvernon is a different 
glass. It has such a transparent clearness, and such 
a remarkable freedom from the old time imperfec- 
tions which distort vision, that the beauties of 
nature beyond the windows seem really to be 
built into the house. 

In addition to this life-like transparency, Penn- 
vernon has an intrinsic beauty of its own—qualities 
that add greatly to the fine appearance of the house. 
For it has a true brilliance of surface, a brightness 
on both sides of the sheet that results in 100% 
better reflection. 

The special drawing process by which Penn- 
vernon is made accounts for its consistent excel- 
lence—accounts, too, for the greater density of 
surface which gives to Pennvernon longer life. 

We shall be glad to have you see for 
yourself the selling qualities of this finer 
glass. It is available at the warehouses of 
the Pittsburgh Plate Glass Company in 
every leading city, and through progres- 
sive glass jobbers. For samples and our 
booklet on Pennvernon manufacture, 
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pany, Grant Building, Pittsburgh, Penna. 
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Price Reduction at the Consumer’s Expense 


BY 
E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


Some of the big, over-expanded fellows are finding it hard to reduce prices of their 
commodities to meet the present-day consumer pocketbook and keep out of the red. Yet 
they must reduce prices or go out of business. 


One of the easiest ways to reduce price, of course, is to re- 
duce quality—lots of them are doing that very thing today. 


For instance, we are now finding on the market some sand- 
papers which are made with a cheap quality of bone glue—it 
costs about one-third the price of a good quality of hide glue. 


Bone glue, while lacking strength, is also very absorbent of 
moisture. A sandpaper made with it is brittle; quickly deteri- 
orates and at no time gives even fair work-value. The con- 
sumer getting it is being gypped. 

Why run a chance of inferior quality to obtain a low price, 
when you can get the maximum quality at the same low price 
from us? 





We did not join the “new era” fellows by merging at peak 
prices—by inflating our capital structure. Every dollar in our 
company is working and is only being paid for the work it actually can do. Our quality did 
not have to be cut in order to offer lower prices. 


The “Clover” trade mark has stood for maximum quality for more than a quarter century. 
It will always stand for quality, regardless of the price asked for its products. 








E. B. GALLAHER: 
Clover Mfg. Co., Norwalk, Conn. 


CLOVER MANUFACTURING COMPANY You may send me, without obligation, samples of: 
NORWALK, CONN., U. S. A. | Green-Stripe Sandpaper. 


Red-Stripe Turkish Emery Cloth—for polishing. 
Yellow-Stripe Aluminou Oxide Cloth—for cut- 
SANDPAPERS ting hard metals. The universal shop abrasive. 


| Clover Grease-Mixed Grinding Compound. 




















| Clover Water-Mixed Valve-Grinding Compound. 





METAL-CUTTING PAPERS AND CLOTH 


Name 


CLOVER GRINDING AND LAPPING COMPOUNDS Address eine 


Character of business 

















FEBRUARY 4, 1932 


23 





Have you ordered 






New unbreakable Wm. Penn Mower 


yO | } Fr 17” size to retail at $16.50 in Philadelphia 


PENNSYLVANIA mowers yet? 


It’s high time to do so, if you haven’t. 


Prices on all the new PENNSYLVANIA Quality lawn mowers rep- 
resent substantial reductions. They are also guaranteed against 
our own decline until the end of the season, June 30, 1932. 


And remember there is a PENNSYLVANIA mower in every price 





class. You can sell every customer a Quality mower. 


Sold through hardware dealers and seedmen only—not through 
chain stores, syndicates or book houses. 


Write your jobber, or us direct, for our complete new catalog, just issued. 


PENNSYLVANIA LAWN MOWER WORKS : 
PRIMOS, DELAWARE COUNTY, PA. | 


PENNSYLVANIA 





Quality % 
LAWN MOWERS : 
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The “FEATURE” Line for this Spring 
- Stanley Garden Tools in Brilliant Colors - 


Last year’s reception of Stanley Garden Tools was 


You Invest $ 14.03 beyond all expectation—here’s a more complete line 


for a bigger market this year. These sparkling, col- 





Special Combination“B” 
Display Stand FREE 


RETAIL 

COST _—— PRICE 

1 doz. No. 7041 Trowel $2.00 $3.00 
\% doz. No. 7042 Spading Fork = .50 75 


\% doz. No. 7043 Cultivator 1.00 1.50 
% doz. No. 7044 Transplantin 
Trowel 1.00 1.50 


Y doz. No. 7045 Two Tined Fork 1.00 1.50 


¥ doz. No. 7046 Two Tined 

Cultivator .50 Py £5 
¥% doz. No. 7047 Dibble 90 =1.50 
¥% doz. No. 7052 Spading Fork .93 1.50 
¥% doz. No. 7053 Four Tined 

Cultivator 1.20 1.80 


¥ doz. No. 7054 Oval ShapedHoe 1.40 = -2.25 


% doz. No. 7055 Heart Shaped 
Hoe 1.40 2.25 


¥% doz. No. 7056 Two Tined 
Cultivator .80 1.20 
% doz. No. 7057 Spade 140 2.25 
¥% doz. No. 7058 Garden Markers 
(Value .12) No Charge .19 


¥6 doz. No. 7060 Garden Stakes 
(Value .18) No Charge .30 


1 only Display Stand—Value $1.50—No Charge 
TOTAL $14.03 $22.24 


Over 36% on Selling Price 


STANLEY 
GARDEN TOOLS 


in BRILLIANT COLORS 


Prices slightly higher in Canada and West of the Rocky Mountains 





orful tools add the finishing touches to any Spring 
window. They’ll bring the women to your store. 


This year we are going “all the way” with the trade to 
make this line even a greater success than last year. 


We give you these 











Sparkling Window Display in 8 colors. It will brighten up any 
Spring window and help sell many other items. Small cards 
for use with tools in the window, on the counter—anywhere. 


Interesting, colorful booklet to be enclosed with 
each package you send out. Also to be sent to 
Garden Club members and Garden enthusiasts. 


ese 8 
; 


Merely fill out the coupon below, including your 
jobber’s name. We will give it prompt attention. 





Order a Special Combination “B” from your jobber. Use 
the window display and booklets. Then you’re “all set” for 
Spring business. 


THE STANLEY WORKS 
NEW BRITAIN, CONN. 
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HA-F 
THE STANLEY WORKS, New Britain, Conn. 
Send us free of charge one of the new Window Displays on Stanley Garden Tools. 
We have already bought Stanley Garden Tools. C] 
Please ship us through our jobber one only Special Assortment “B” Stanley 
Garden Tools. ["} 
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Read This—and Dry Your Tears 


Maybe the foundation is being completed for a new era of safe, sane and 
substantial industrial activity. 

Maybe people are shaking themselves free from that plague of unreason- 
able fear which has for so long been smashing courage, confidence 
and values. 


Maybe the recovery will be sooner and quicker than most of us anticipate, 
and 

Maybe the most powerful human Dam of Desire the world has ever known 
will burst open and pour millions upon millions of restless, buying 
dollars into our markets. 


Maybe we are fools to express even a remote hope that any of these things 
may become true, but at any rate 


Ive Do Know— 


We Do Know that problems created by man’s errors can be corrected by 
man’s experience and wisdom. 


We Do Know that human nature is ever restless, that dollars are even 
more so, that homes, farms, stores and workshops are light in things 
that people need and use every day; that our needs and wants are 
mounting even higher and higher. 


We Do Know that the wealth of this country of ours has been recently 
estimated at 350 billions of dollars, the greatest National Wealth 
Ever Known. 


We Do Know that there is idling in the Savings Banks of this country of 
ours over 30 billions of dollars belonging to millions of people who 
have long enjoyed a wholesome standard of living. 


We Do Know that money is nothing more than a lubricating oil to keep 
running smoothly the great machine of industry upon which we all 
depend for wages and needs and enjoyments. . 


We Do Know that five billions of these savings, or less than one-sixth of 
the amount lying in these savings banks, if put into motion today 
would start the great wheels of industry awhirring, would re- 
employ millions of people, would produce things we need and want, 
would bring sane, normal, wholesome times back again. 

SO we of the Harpware AGE organization are‘not going to be caught nap- 
ping at what may prove to be the Opportunity of a Life Time. 

Therefore we are planning to invest more energy, more careful study, more 
enthusiasm and more dollars in our publication during 1932 than 
ever before, and we are soundly convinced that this investment will 
enable us to render a still greater service to the entire hardware 
industry. 
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FINAL DECISION 


the File Users HANDS 


GoD selling and persuasive advertising help to 
sell files. But the final decision on the files to be 
used rests in the file user’s hands. 


Hands tell the mechanic whether or not the file takes 
hold quickly. Hands telegraph to the mechanic’s 
mind the instant a file stops cutting. And it’s nota 
night letter, either. 


The Nicholson File Company believes in aggressive 
merchandising. Nineteen thirty-two is its twelfth 
year of consecutive national advertising. It realizes, 
however, that the delicate mechanism called the hand 
is in the final analysis responsible for the wide-spread 
use of Nicholson Files. 


You can count on every cooperation from this com- 
pany in selling Nicholson Files. And you will keep 
on making steady profits because of the decision of 
the file user’s hands. 


Your jobber carries a complete stock of Nicholson Files 


NICHOLSON FILE COMPANY 


Providence, R. 1., U.S.A. 
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SALES GO UP | 


With = 
Cortland 
GRAY-WICK 


ae 












News will travel so long as people can talk. And your customers will talk, to . 
neighbors, friends and relations. Sell Cortland Gray-Wick and know that 
you are building good will and future sales, for Gray-Wick always gives the 
utmost satisfaction. Gray-Wick always makes friends, always increases sales. 


Made from rust-resisting cupper-bearing steel, electro galvanized and doubly 
protected with a coating of transparent varnish Cortland Gray-Wick presents 
a strong, durable, uniformly woven wire cloth at a fair price. For finer look- 


ing, longer lasting screens. 


Stock These Cortland Wire Cloths Too 
CORTLAND BLACK: Durable, strong and uniformly woven, this low 


priced painted cloth will give fine service. 


CORTLAND PREMIER: A special, extra heavy grade adaptable for 
doors. Made with 14 mesh, 32 gauge wire and 50% heavier than the 
standard cloth. Made of copper-bearing steel, electro zinc galvanized 
and coated with transparent varnish. 


CORTLAND BRONZE: For the man who wants the best. Made of 
special alloy, 90% copper and 10% zinc, producing the elasticity of hard 
steel wire cloth and greater durability than copper. Absolutely rustless 
under all conditions. 





Made to comply with specifications adopted by “The Bureau of Stand- 
ards, Department of Commerce.” 





Now shipped in 
strong individual 
roll fibre cartons. 
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IN_HEAVY DUTY 
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© One hack saw where formerly two were required—ten 


where twenty were necessary! What a saving with the new 


Star Molybdenum Heavy Duty, Extra Value Hack Saw/— 


And it does the work. It does anything that any heavy-duty 


hack saw can do—and yet saves about one-half the cost. 


eThe Star “’Moly’’ Blade, Clemson’s latest achievement, uses 


Molybdenum, an American mined metal, properly treated by 


special Clemson process to produce a blade of the necessary 


qualities to stand up under heavy-duty service. And, due to the 


lower cost of Molybdenum, you can sell the Star ““Moly”’ at a 


saving of about one-half—still maintaining your own margin of 


profit. @ Prices, discounts and further information on request. 


CLEMSON BROS, Inc. 


HAND—POWER 





HEAVY DUTY—EXTRA VALUE 


MIDDLETOWN NEW YORK HACK SAWS 
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HOW ONE 
SALE 
MAKES 
ANOTHER 


Qomermes one article sug- 
gests another—such as ham and 
eggs—salt and pepper—hammer 
and saw. 


When you sell a hammer do 
you ask about the saw? 


A good salesman associates 
sales and often asks some ques- 
tions that interest a customer to 
the point that he buys more. 


Of course you know the value 
of selling quality in service of 
an Atkins “Silver Steel” Saw. 
Why not use this sale to sell 
better quality in a lot of other 
related products. Good quality 
is always cheapest in the end. 


Then you will be getting 
your customers interested in 
VALUE instead of “price”— 
and there is a big difference. 
And following that you will 
find yourself not only with a 
better job but with a life work. 


There is no profession in the 
world that equals real sales- 
manship. 


For selling means establish- 
ing value in service. 

You can take the sale of an 
Atkins “Silver Steel” Saw and 
reflect the same principles in 
being a real help to your cus- 
tomers and build a big business. 


Make every sale you make 
help you. 


To do this you must know 
what you sell and who you sell 
as well as how you sell. 

And you must know that you 
sell something of yourself with 
every sale you make—and that 
is service and sincerity. 


(Signed) 


hs 





THE END THAT NEVER COMES 


%, AM SAYLES in conclusion wants you to use all the selling thoughts he has 
given you when they will help to make another customer and another sale. 
At the same time don’t forget the manufacturer stands ready and willing to help 
you do these things in a bigger, better and more successful way. 


Ask for Sam Sayles in book form; it’s free for the asking. 
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PSO BUSS 


No. 53 Ship 


Tus saw 


appeals to high 
class mechanics and home 
craftsmen for general carpen- 
try work, and is the most pop- 
ular saw on the market today. 
The blade is of genuine 
SILVER STEEL, taper 
ground. It is given the Atkins 
Exclusive Damaskeen Finish. 
It has a skew back, and is 
fitted with the ATKINS PER- 
FECTION HANDLE, made 
of applewood, embossed and 
polished. Atkins Perfection 
Handle prevents wrist strain. 
Made in both regular width 
and ship point patterns. 


No. 53, comes in 18, 20, 22, 24, 
and 26 inch lengths. 


For those who desire the same 
saw only straight back, show 
them the Atkins No. 65. 


To you and your customers 
the Atkins name means qual- 
ity, and is backed by Atkins’ 
reputation as manufacturers 
of quality saws. Do not hesi- 
tate to show Atkins SILVER 
STEEL Saws. 


Ask your jobber for Atkins 
SILVER STEEL Saws. If he 
cannot supply you write to us 


and we'll see that you are 
supplied. 
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The Old Veteran 
Convincingly Holds: 





S they came out of Bob 
A Butler’s hardware store, 
the young man who ac- 
companied the Old Veteran gave 
vent to his feelings. 

“T can’t understand this fellow 
Butler,” he muttered. “You 
heard him—said I could go to 
work for him in the morning. 
But he wouldn’t promise a thing 
in the way of a raise, not a 
thing!” 

“Well?” the Old Veteran put 
in by way of encouragement. 

Billy Green lowered his voice. 
“Confidentially, I can go to work 
at the Central Hardware Com- 
pany too. And they promised 
me a nice raise in the Fall. But 

. but I'd rather work for 
Butler. He has such a good 
reputation for keeping his word.” 

“So?” the Old Veteran re- 
marked. “Maybe you're inter- 
ested in knowing how to acquire 
such a reputation. Yes? Never 
make any promises! 

“Let’s examine _Central’s 
promise. Suppose when Fall 
comes it is evident that you don’t 
deserve a raise. Would they give 
it to you anyway?” 

“Well, they promised it.” 

“So they did! Now, I know 
Bob Butler,” the Old Veteran 
continued, “and Ill tell you 
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A Man’s 
Salary Depends 
Upon 
the Amount of 
Supervision 
He Does NOT 
Require 


by MURRAY C. FRENCH 


right now if you’re the sort that 
expects periodic raises whether 
you deserve them or not, Butler 
doesn’t want you. And if you 
think he would withhold a raise 
you deserve, then you had better 
not go to work for him either. 
“Really Bill, there is no assur- 
ance Butler will ever keep you 
at all. And if you didn’t make 
the grade with Central they 










Experience 


would let you out also, regard- 
less of any promise they may 
have made. Don’t you suppose 
so?” 

“Yes, I guess you’re right.” 
“So the main difference be- 
tween -Central’s promise of a 
raise and Butler’s offer of a job 
with no promises at all is this: 
It is quite likely Central would 
be compelled, for various unfor- 
seen but legitimate reasons, to 
refuse to do something they had 
said they would do—to break a 
definite promise. 

“That’s a serious thing! Mort- 
gages were invented simply to 
make sure that unexpected 
events would not prevent perfect- 
ly honest men from keeping their 
promises. 

“Come on, Billy, Pll buy you 
a lunch.” The Old Veteran’s 
eyes twinkled. “Maybe I can 
tell you some things about your 
future salary—things every 
salesman should know.” 

Their order placed, young 
Billy Green broke out with, “I 
certainly don’t intend to work for 
$25 a week all my life. Some- 
thing’s wrong if a man can’t be 
sure of getting more money as he 
gains experience. Experience, 
everyone knows, is the best 
teacher.” 
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“Young man, mark my word! 
Experience is the worst teacher, 
the most unreliable teacher, the 
most expensive teacher, the most 
deceptive teacher! 

“Take your own case. I no- 
ticed your handwriting on your 
application. It’s terrible! I 
could hardly read it! 

“You are twenty-three years 
old, I believe. It’s safe to say 
you have been writing more or 
less every day for the past seven- 
teen years. Think of it! Seven- 
teen years’ experience at writing! 
Yet your penmanship is nq better 
than that of an ordinarily dumb 
twelve year old child.” 

“Well, you see,” Billy ex- 
plained, “I never paid much at- 
tention to my handwriting.” 

“Ah ha, that’s just what I was 
coming to. The amount a man 
learns depends on how much at- 
tention he pays to what he’s 
doing, rather than on the number 
of years he has spent doing it! 

“Does the man who has eaten 
the most in his life time have the 
best table manners? No, it’s the 
one who has paid attention, who 
has noticed and copied other 
people’s good manners. 

“Does the woman who has 
been singing twenty years sing 
better than the one who has been 
at it only ten years? It all de- 
pends. 

“Do you patronize the most 
experienced barber? [I'll ven- 
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ture you pick the young ones and 
avoid the old ones. Does the 
man who has worn clothes the 
most years wear them with the 
best taste? Neither does the 
hardware salesman’s worth bear 
any exact relation to his years 
of experience. 

“If experience were a good 
teacher then all the old time 
hardware men I know, with their 
wealth of experience, would be 
gloriously successful. 

“Yet the opposite is only too 
true. The old timer is headed 
for the bone yard, who does not 
have in his organization men 
whose thinking is not hampered 
by too much experience. 


The Reason Why 


“Why? Because too often ex- 
perience becomes merely a con- 
stant repetition of bad habits till 
they become a part of the mer- 
chant’s nature and he is unable 
to rid himself of them. 

“Experience breeds contempt 
for initiative. Experience fosters 
self-satisfaction. Experience is 
a still small voice whispering, 
‘Do it the same way you did it 
last year.’ Right or wrong. Ex- 
perience tends to make the mind 
a closed shop where new and 
strange ideas are not allowed to 
work.” 

“On the other hand,” Billy 


Green objected, “whenever a fel- 


D Is the Worst Teacher 


low applies for a job the first 
question is about his experience. 
If he hasn’t had any he’s out of 
luck.” 

“Yet only last week,” the Old 
Veteran replied, “I heard Bob 
Butler himself turn down a hard- 
ware salesman who had _ had 
twenty years’ hardware experi- 
ence in over a dozen stores— 
good stores, many of them. 

“That man had rubbed elbows 
with hundreds of high class 
salesmen, with every chance to 
copy their ways. He had worked 
under many fine systems, with 
the best opportunity to absorb 
the good points of each. He 
boasted his experience would 
make him a valuable man to 
Butler. 

“But the very fact that this 
fellow had had all these oppor- 
tunities and was still looking for 
a job promptly told Bob Butler 
that here was a man who was 
simply leaning on his experi- 
ence. He had quit trying long 
ago. 

“Instead he hires you with 
only two years’ country store ex- 
perience, just long enough so 
you know you like the work. 
You have less to unlearn, fewer 
bad habits to break. 

“Why am I telling you all 
this? Just because I want to im- 
press upon you that length of 
service is no measure of a man’s 

(Continued on page 70) 
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Is the Reeonstruction Finance Corporation 


a Step Toward Inflation ? 





~ RITICS 
| of the Re- 
] construc- 


tion Finance 
Corporation 
condemn it on 
the ground that 
it will be an 

They do not 


” 


instrument of inflation. 
explain what they mean by “inflation 
and general understanding of the term 
is all too hazy. 

As a matter of fact, our credit ma- 
chinery is by its very nature alternately 
inflationary and deflationary. Its op- 
erations are such as to accentuate price 
movements, whether they be downward 
or upward. If, in a period of rising 
prices, costs rose as fast as the price 
curve, the business man would gain 
nothing, since his profits, though larger 
in terms of money, would remain un- 
changed in terms of purchasing power. 
But one important cost item—interest 
—never advances as rapidly as prices. 
Consequently profits rise faster than 
prices, encouraging business men to 
borrow to take advantage of this lag. 

Of course, price advances are sup- 
posed to cure themselves, according to 
the orthodox conception of the law of 
supply and demand. In other words, 
higher prices will cause sellers to offer 
more and buyers to demand less. But 
it does not always work out that way 
in practice. When business men simul- 
taneously discover that they can gain 
by purchasing in advance of lagging in- 
terest rates, there is a rush to buy. 
Their borrowings become bank de- 
posits, increasing the volume of deposit 
currency and further accelerating the 
upward surge of prices. Expectations 
of still higher prices result in buying 
for the sole purpose of collecting the 
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profit on the rise. Clearly, under these 
conditions, advances in prices cause 
demand to increase rather than to de- 
crease. 

But there is a limit to the inflation- 
ary movement. Interest rates finally 
get high enough to wipe out specu- 
lative profits, the demand for bank 
loans declines, and the value of low- 
yield securities, used as collateral for 
loans, falls. Some business men who 
are unable to put up additional col- 
lateral and had counted on renewing 
loans at lower rates of interest are 
forced to the wall. The sequel is a 
dumping of collateral on the market 
and a contraction of the volume of 
loans (and hence deposits) at. the 
banks, further depressing the general 
price level. Each price decline em- 
barrasses a new stratum of borrowers, 
producing further liquidation of col- 
lateral and additional deflation of 
prices. 


N this phase of the cycle the law 

of supply and demand again fails 
to operate normally. Lower prices, in- 
stead of increasing the demand, di- 
minish it, since those able to buy fear 
further liquidation. 

When deflation reaches the point 
where there are numerous bank fail- 
ures, hoarding is encouraged. Large 
withdrawals of gold and currency from 
deposit reduce the reserves of the banks 
and force them to call additional loans 
and liquidate more securities. 

This is the stage of extreme defla- 
tion that exists today. It has no more 
relation to what is commonly under- 
stood by the law of supply and demand 
than the period of extreme inflation 
that preceded the stock market crash. 


It is nothing more than a mad stam- 
pede to sell at any price. The banks 
individually, because of their anxiety 
to remain solvent, can do nothing to 
remedy the situation. However, if given 
definite assurance of outside support in 
emergencies, they could keep sound, 
but overdeflated, securities off the mar- 
ket, and could resume lending to 
worthy borrowers. Such support the 
Reconstruction Finance Corporation 
will give. 


T is entirely misleading to say that 

inflation will result. Inflation, in 
the sense of credit expansion, auto- 
matically occurs when borrowing in- 
creases. If borrowing is necessary to 
conduct business—and it always has 
been—no objection can be raised to a 
move that will make it possible. Of 
course, it is conceivable that credit ex- 
pansion may eventually reach the stage 
where it will again foster rampant 
speculation, but there is surely no im- 
mediate danger of such a development. 
There might be grounds for apprehen- 
sion if deflation had not already been 
so severe. However, the records show 
that from the 1929 peak to the end of 
1931 the loans and investments of all 
member banks of the Federal Reserve 
system have declined $4,143,000,000. 
Moreover, the prices of leading blue 
chip stocks have been reduced to one- 
fifth and one-sixth of their 1929 highs, 
while wholesale prices of most com- 
modities have been driven to pre-war 
levels. 

Manifestly the time has arrived for 
constructive action to halt the vicious 
circle of deflation begetting deflation. 
And the fact that such an effort is 
being made with the sponsorship of 
both political parties and under the 
leadership of such high-caliber men 
as Charles G. Dawes and Eugene 
Meyer should be ample assurance of 
its success. 
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- Purpose of Reconstruction Finance Act Is to 
“Prime the Pump” of Business 


HE Reconstruction Finance 
Corporation Act is confi- 

= dently expected to prove a 
lively spur to business. 

There can be no doubt that this 
feeling is genuine and general, 
and that the law was conceived 
by President Hoover in a sincere 
desire to restore prosperity. 
Congress passed it in the same 
spirit. Even its bitterest critics 
have conceded that Congress as a 
whole has thrown partisanship 
entirely aside in pushing forward 
the reconstruction program. In 
itself this is encouraging to busi- 
ness. Partisanship may come 
later in the session. But in fun- 
damental legislation to combat 
the depression, politics has been 
refreshingly absent. 


The purpose of the Recon- 
struction Finance Corporation 
has been aptly described as in- 
tended to “prime the pump” of 
business, so that once the flow is 
started business will run under 
its own momentum. The thought 
reflects an understanding of the 
legislation. Such knowledge is 
altogether too limited. 

This huge financial organiza- 
tion, the greatest peace-time 
power of the kind ever set up, is 
not going to distribute $2,000,- 
000,000 indiscriminately. The 
money is not going to be had for 
the mere asking. There is to be 
no wildcatting. No dangerous 
scheme is being ventured. Sound 
methods only are to be pursued. 

It is not expected that anything 


like $2,000,000,000 will be 
loaned. Rather, it is believed 
that only a comparatively small 
portion of that sum will “prime 
the pump.” Confidence restored, 
business will go ahead under its 
own power, so it is hoped and be- 
lieved. While it is realized that 
because of widely different eco- 
nomic and employment factors 
the prospects of the emergency 
measure are not entirely com- 
parable to results accomplished 
under the War Finance Corpora- 
tion, it is considered that a simi- 
larity exists nevertheless. And it 
is well known the War Finance 
Corporation, of which the Recon- 
struction Corporation is largely 
a counterpart, accomplished con- 
(Continued on page 73) 





Set-Up of Reconstruction Finance Corporation 


Management—In charge of seven 
directors, including Secretary of Treas- 
ury, Governor of Federal Reserve 
Board, Farm Loan Commissioner, and 
four appointees by President to be con- 
firmed by Senate. Charles G. Dawes 
made president of corporation. Corpo- 
ration may have branch offices or 
agencies in any cities. 

Capital Stock — $500,000,000, sub- 
scribed by Treasury, subject to call as 
needed. Of this capital, $50,000,000 
(plus up to $150,000,000 from deben- 
tures, bonds, etc., totaling up to $200,- 
000,000) is allocated to Secretary of 
Agriculture for loans to farmers, par- 
ticularly those suffering from 1931 
crop failures. 

Loans—May be made to any “bank, 
savings bank, trust company, building 
and loan association, insurance com- 
pany, mortgage loan company, credit 
union Federal land bank, joint-stock 
land bank, Federal intermediate credit 
bank, agricultural credit corporation, 
livestock credit corporation, closed 
bank (up to $200,000,000 for closed 
banks, railroads and farmers.” All 
loans shall be “fully and adequately 
secured.” Interest rates and terms 
discretionary with directors. No loans 
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on foreign securities. Loans to any 
one borrower restricted to $25,000,- 
000 plus up to $75,000,000 additional if 
full amount of debentures is issued, 
making a theoretical total of $100,000.- 
000. Maturity limit, three years, with 
right of extension two additional years. 
No loans to be made for initiating, set- 
ting on foot or financing any enterprise 
not previously started, except only for- 
eign exchange operations specified, and 
excepting also loans for a number of 
agricultural purposes. 

Railroad Loans—Must be approved 
by Interstate Commerce Commission, 
and used “to aid in the temporary 
financing of railroads, to railroads in 
process of construction and to receiv- 
ers of railroads” when they are “un- 
able to obtain funds upon reasonable 
terms through banking channels or 
from the general public.” Adequate 
security required. 

Foreign Trade — Corporation may 
accept drafts and bills of exchange 
arising from export operations. Ac- 
ceptances limited to 12 months. These 
loans require American securities de- 
posited as collateral or guaranteed by 
a strong bank in the United States. 

Securities of Corporation—May be 


issued up to $1,500,000,000. (Not be- 
lieved anything like such an issue will 
be required.) These may be “notes, 
debentures, bonds or such obligations” 
maturing in not more than five years. 
Interest rates to be determined by the 
corporation. Short-term obligations, 
non-interest bearing, may be sold on a 
discount basis if approved by the 
Treasury. Obligations will be secured 
by the United States Government, thus 
becoming equivalent of Government 
bonds or other Government obligations. 
The Treasury may purchase corpora- 
tion’s obligations and sell them to pub- 
lic if it is desired. This may be done 
nuder the Second Liberty Bond act. 

Obligations Not Under Eligibility 
Provision—Not subject to rediscount 
or purchase by Federal Reserve Banks. 
Treasury, however, can take over obli- 
gations and issue its own securities un- 
der Second Liberty Bond Act, these 
securities being subject to rediscount. 

Tax Exemption—Obligations of cor- 
poration are exempt from all taxation, 
except surtaxes, estate, inheritance and 
gift taxes. 

Reports of Corporation—To be made 
quarterly, the first on April 1, 1932. 
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The Chandler 
Farquhar Wor 
Shop Where 


Are Sold 


How Chandler & Farquhar, Boston, Are 


Getting the Ebusiness 
in Electrically Driven Tools 


T is conspicuously true today 

that most professional and busi- 

ness men are conscious of the 
need of a hobby as a means of ob- 
taining relaxation from the pressure 
of modern life. And _ increasing 
numbers of these men are choosing 
the electrically-driven home work- 
shop for its pleasant combination of 
moderate physical exertion and com- 
plete mental absorption. By giving 
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helpful attention to such customers, 
Chandler & Farquhar Co. of Boston 
have built up an impressive business 
in motor-driven tools for the home 
workshop, according to Walter E. 
Currier, sales manager. 

There are several factors that make 
it decidedly worthwhile to cultivate 
this trade. In the first place, the man 
who buys tools to pursue a hobby 
wants only high grade goods. He 





can afford to pay for the best motor- 
driven tools, and the home workshop 
equipment purchased by the average 
customer of this type amounts to 
from $200 to $250, frequently mount- 
ing higher. 

The sale of equipment, further- 
more, is not the final sale. The home 
workshop owner becomes a steady 
purchaser of accessories, such as 
pulleys, belts, blades, sandpaper, 
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small tools, etc. And the professional 
man is keenly interested in new 
equipment and accessories. He is 
always an excellent prospect for ad- 
ditional goods. 

The man with a hobby invariably 
talks it over with his friends and 
thus spreads the contagion of en- 
thusiasm. And if he is satisfied with 
his workshop equipment, the chances 
are that he will send other profitable 
customers to the concern where he 
bought it. 


Professional Men 
Customers 


Doctors, especially surgeons, and 
dentists are most numerous among 
the professional men who are buy- 
ing their workshop equipment from 
Chandler & Farquhar Co. These men 
are naturally “tool minded,” for they 
are exceptionally skillful with their 
hands and are often mechanically 
inclined. One noted surgeon trans- 
ports an entire workshop to his 
summer home every year, and dur- 
ing week ends makes his cottage 
furniture. A number of lawyers find 
tools a relief from torts. One philan- 
thropist has an elaborately equipped 
workshop, in which he makes models 
of articles to be produced in quanti- 
ties in handicraft classes in the 
South. A stock and bond man is 
using his leisure time to build an 
outboard-motor speed boat in his 
home workshop. He is also adept in 
making original figures for lawn 
decorations, and presents these to 
many of his friends. Several mem- 
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bers of the Harvard and Technology 
faculties are cultivating the home 
workshop hobby, and the chairman 
of the State Board of Education has 
a complete set of equipment in his 
home. 


Motor-driven tools are frequently 
purchased by men and women 
launching small business ventures, 
which are often very successful. One 
customer who buys and_ repairs 
antiques finds the workshop equip- 








Now! 


You Can Have 





Shop Equipment 


OTORDRIVEN woodworking’ ma- 
chines now bring the finest cabinet 
work within the reach of all. New 

low 1932 prices make this the time for you 
to make your installation. You now get the 
most machine value for your dollar. Listed 
here are but a few of the machines we carry, which 
include wood turning lathes, drill presses, complete 
handi-shops, jointers, circular saws, band saws, mor- 
tiser and router, moulding cutters, scroll saws, and 
their accessories. 








Cireular Saw-Jointer Units 
(Shown Above) 


Driven by 14 H.P. motor, units may be used indepen- 
dently or together, no interference between machines, 
runs smoothly and quietly, movable to the job and 


operates from light socket. Price in- $00 00 
e 


CURE AMOUR oiieis.e-8 cess 0 dees swaaine 
New 10- Nine Inch Four-Speed Lathe 
= Ball- A home workshop in itself, Turn- 
earing 


ing, sanding, boring, routing, 
grinding, polishing. ?-speed lathe, 
with 3” face plate, drive and cup 
centers, 4” and 12” tool supports, 


and base and two $00.00 


(List Accessories Here) 


Band Saw 


This machine 
with unusual- 
ly rugged frame, designed in only two 
pieces, ball-bearing wheels and guides, 
hollow upper arm, wheels and blade 
completely guarded. 





wrenches ......... 


(List and describe numbers you carry) 


CENTRAL 
HARDWARE 
COMPANY 














When addressing your appeal to customers who are interested in this type of work 
shop equipment be guided by the fact that they will read all the information 
about the merchandise that you can possibly give them, just as you would if you 
were contemplating the purchase of an automobile, an electric refrigerator or a 
radio. You can easily procure electros of these or any other machines together 
with information about them from their manufacturers. Frequently detailed 
information of what the machines will do and the facts about the price or terms 
will make a brand new convert to the hobby of woodworking. This type of 
merchandise requires the right kind of advertising. If you advertise it right you 
can sell it more readily. The suggested ad above may be used as a guide for 
preparing your selling message. 
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ment indispensable for restoring 
damaged parts. A man and wife re- 
cently purchased tools to make ar- 
tistic swinging signs for tea rooms 
and gift shops. The woman, in this 
instance, has become expert in shap- 
ing and painting ingenious signs and 
in turning out fancy bird-houses. 
She is as interested in the tools and 
the various accessories as any man, 
and her success suggests that elec- 
trically driven equipment may in 
time communicate the workshop 
hobby to many women who admire 
the home furnishing articles that 
may be economically made in this 
way. 

A man who conducts a quaint 
little shop on old T Wharf uses a 
scroll-saw to manufacture jig-saw 
puzzles of an unsual. type. This 
scroll-saw, incidentally, which is 
priced at $19.50 without the motor, 
the latter costing $12.85, is one of 
the most popular items of equipment 
in the Chandler & Farquhar work- 
shop stock. It is impossible to ob- 
tain enough of these scroll-saws to 
fill the demand. These are often 
used by shops in turning out patterns 
for making dies, and as they can cut 
fairly heavy thicknesses, make good 
workmen’s tools. A set of files and a 
sanding attachment are usually sold 
with the scroll-saw. 

Another extremely popular work- 
shop item is the bench drill, priced 
without the motor at $16.95. Schools, 
as well as workshop enthusiasts, are 
adding this tool to their equipment. 

Even hospitals are finding a use 
for motor-driven tools. The Out- 
Patient Department of the Boston 
City Hospital, for example, recently 
acquired a band saw for cutting 
splints, thus furthering convenience 
and economy. 

Demonstrations, combined with 
individual attention, constitute the 
best means of catering to the interest 
of the business and professional 
man, according to the experience of 
Chandler & Farquhar. 

This house maintains a complete, 
electrically-driven home workshop 
which is given generous floor space 
at the front of the store. Here the 
customer may see in operation every 
motor-driven tool that is available 
for his workshop, and may. obtain 
thorough instruction in its use. 

This workshop is attractively ar- 
ranged. In its prominent situation it 
obtains the attention of every cus- 
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tomer who enters the store. Close to 
the front windows, it is well lighted, 
and the numerous tools are well 
spaced, so that there is plenty of 
room for demonstration and traffic. 
In center space, against a dark vel- 
veteen curtain for background, a 
lathe and planer are set up. These 
are the most conspicuous features of 
the workshop equipment, with a 
fitted tool rack just above them to 
attract the eye. A circular saw and 
a drill press are placed at one side, 
and numerous other motor-driven 
tools, arranged in adjoining space, 
form a complete workshop. 

The tool rack, constructed above 
the lathe and planer, makes an ex- 
cellent silent salesman, Mr. Currier 
finds. Here chisels, gouges, squares, 
dividers, compasses, sanding drums, 
grinding wheels, buffs, brushes, etc., 
are displayed. These displays 
awaken the customer’s interest and 
almost invariably result in the sale 
of one or-more items. 

James Moncrieff of the Chandler 
& Farquhar staff, specializes in car- 
ing for the growing clientele of pro- 
fessional men. His desk adjoins the 
workshop set-up and he is constantly 
at hand to acquaint the would-be 
mechanic with the potentialities of 
motor-driven tools. He gives the 
customer all the attention that he 
needs. This, of course, varies greatly 
in amount with the individual. Doc- 
tors and dentists prove the most 
skillful craftsmen, and need little 
more than advice as to the best tools 
to choose. Occasionally a customer 
requires considerable instruction and 
help in setting up his home workshop 
—usually in the cellay since the ad- 
vent of the oil heater—and time in- 
vested in this way is in the long run 
well spent. 

Manufacturers’ demonstrations are 
frequently conducted in the Chandler 
& Farquhar workshop. Just recently 
a three-day demonstration of this 
type was arranged. This was planned 
on such short notice that there was 
insufficient time for newspaper ad- 
vertising, but window signs and 
letters to regular customers obtained 
a splendid attendance. 

Demonstrations make a forceful 
appeal to those who follow the work- 
shop hobby, for they provide the 
opportunity to see many different 
articles produced. Customers can 
then discuss the problems that they 
encounter and are free to operate 








the tools themselves under the guid- 
ance of an expert. Demonstrations 
are often valuable in clinching sales 
of workshop equipment, this house 
finds, and are especially helpful to 
the customer who is trying to decide 
just what tools he will choose. 

During demonstrations, vivid win- 
dow displays are featured to attract 
the attention of passers-by. Occasion- 
ally a window demonstration is em- 
ployed as a means of gaining the 
eye. On one occasion, for instance, 
a band-saw, demonstrated in the 
window, suggested the possibilities 
of home workshop equipment. 

Chandler & Farquhar, incidentally, 
have been demonstrating several 
lines of motor-driven tools for the 
home workshop during the last two 
years, thus laying a foundation for 
the gratifying business that this de- 
partment is now doing. Newspaper 
advertising was first featured in con- 
nection with workshop equipment a 
year ago, just before the holiday 
season. This initial advertisement 
brought forty-four inquiries in the 
first mail, and a considerable pro- 
portion of those who responded made 
purchases. As a result of this demon- 
stration and advertising, the house 
acquired new accounts, and these 
helped to stimulate business in other 
departments. 

Demonstrations of other types are 
frequently arranged by Chandler & 
Farquhar Co. Recently several lec- 
tures on the use of electrical equip- 
ment in making ship models were 
given before the Ship Model Club. 
Mr. Currier and a factory representa- 
tive convinced the club membership 
that motor-driven tools could be ex- 
tremely helpful to them in their 
hobby, and they brought along a com- 
plete workshop to support their claim. 
Its usefulness in building ship 
models was thoroughly demonstrated 
by the manufacturer’s representative, 
during the several evening lectures. 
Members of the Ship Model Club, 
by the way, come from many differ- 
ent parts of the State, and are large- 
ly made up of business executives. 
The effort to make these men “tool 
minded” naturally tends to promote 
the sale of motor-driven equipment 
for other purposes, as well as turn- 
ing out ship models. Chandler & 


Farquhar also make a point of show- 
ing the line they sell at various hard- 
ware exhibits. 
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HE first business letter I ever 

received I shall never forget. 

I had been traveling for a 
month in the out-of-the-way districts 
of Southeastern Missouri. That was 
before the days of good roads. We 
did not bow! along in an automobile 
over a concrete thoroughfare. I had 
a colored driver named Mose, and 
we drove in a “buggy” along roads 
that were mainly gashes in the face of 
the earth, worn down into gulleys by 
travel, with rail fences up above on 
either side. There had been a great 
deal of rain and these “roads” were 
a sea of mud. Frequently we did 
well in some of the worst places, to 
makes four miles an hour. Part of the 
trip was in a skiff down the Missis- 
sippi River, working the towns in 
either side that had no railroad con- 
nections. It was hard going, terrible 
food, and beds as bad as those de- 
scribed by George Washington in his 
diary, when he wrote about his first 
trip to Pittsburgh. But the general 
merchants needed hardware and cut- 
lery, and business was good. There 
had not been a salesman over this 
territory for several months. I was 
full of enthusiasm. I worked night 
and day. I was only nineteen and 
the whole world was my oyster. 

I remember that I didn’t know 
much about farming, didn’t know 
wheat from oats, and on our travels 
in the buggy along the road, when 
Mose would stop to let the team get 
their breath, he would pull wheat 
from a field on one side of the road, 
and oats from the other, and show 
me the difference. Mose had been 
raised on a farm and from him I re- 
ceived my first education in farming. 
I learned that hogs did not perspire 
lard. 

Finally, after a month of hard 
work without a word from home, I 
arrived at Cape Girardeau, and 
found my mail at Black’s Hotel. 
There was a lot of mail. I opened a 
large envelope and it was from a 
Vice-President of the company who 
was also sales manager. It was 
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An Essay on Letter Writing 


By SAUNDERS NORVELL 


written by hand. It showed the 
blurring of having been been copied 
in the water copy press. The first 
sentence in this first business letter 
I ever received was: “You start out 
full of errors.” I remember writing 
back and saying: “If there had been 
no orders, there would not have been 
any errors.” My feelings were hurt. 
Since then I have received and writ- 
ten thousands and thousands of let- 
ters on all kinds of subjects. 

What is a perfect letter? To my 
mind, there is no absolute rule. It 
is a letter that best fits the circum- 
stances of the case. The main thing 
in business letter writing should be 
tolerance. Don’t get mad. Don’t 
get excited. Don’t write angry letters. 
When your correspondent is wrong 
don’t write him so you hurt his pride. 
One thing should always be remem- 
bered. It is very easy to ask ques- 
tions. It is much safer to ask ques- 
tions than to make statements. Once 
I was told by my boss that many a 
man had been sent to jail for making 
statements, but they could not arrest 
you for asking questions. 


What Not to Do 


This letter is written because a re- 
tailer has asked me to write a letter 
on business correspondence. First of 
all, retailers in writing can save 
themselves a world of time and 
trouble by writing and just asking 
questions about the things that are 
not clear to them. Many retailers 
get angry and write a red hot letter. 
Then, when the facts are explained. 
they are sorry. Just a few questions 
might have cleared up the whole 
situation without any trouble. 

If I were to write a series of 
“don’ts” about business letter writing, 
one of the first would be: 

“Don’t make threats in your letter.” 
Until it is proved to the contrary, 
take it for granted that the other fel- 
low wants to do the right thing. 
Don’t jump on him as if he were a 
crook and a thief and don’t threaten 
to quit buying from him unless he 






meets your views. Ask questions and 
don’t threaten! 

Then again, of course, always try 
to get your facts straight. Being 
funny in a letter is not a very good 
idea unless you know your corre- 
spondent very well, and unless you 
are sure of your facts. I remember 
once my boss wrote a letter to a 
salesman and in this letter was the 
following sentence: “It is easy to get 
married, but it is hell to keep house.” 
I held this letter over until the next 
day. “What is the matter with that 
letter,” said my boss. “Nothing,” I 
said, “except that this salesman got a 
divorce from his wife last week.” 
The letter was funny, but it was never 
sent. 

I remember once I almost lost a 
customer when, as a young fellow, I 
was corresponding with a retailer in 
Michigan. This retailer made a claim 
for a certain price, stating he could 
get this price from one of our com- 
petitors. I wrote back to the retailer, 
in my youth and ignorance, saying: 
“If you can buy these goods at this 
low price, why don’t you buy them?” 
The retailer wrote back and said that 
he had placed an order with this 
competitor at this low price, and the 
concern said they were temporarily 
out of the goods. To this, being 
fresh, I replied: “Anybody can sell 
goods lower than anybody else if they 
never expect to fill the order.” A 
few days after this exchange of cor- 
respondence, the boss called me into 
his office and showed me a letter 
where this retailer threatened to quit 
on account of the fresh clerk, and I 
was “it.” The boss wrote a nice let- 
ter smoothing things out. 

My boss used to make the statement 
that whenever a customer would 
answer your letter, even if he came 
back with a-hot one, you could al- 
ways get his account back. “The 
fellow,” said my boss, “who is hard 
to handle, is the one who will not 


answer your letters. In the many 


years I have carried on business cor- 
respondence, I have almost always 
(Continued on page 71) 










39 








by JOHN H. GANZER 


HE hardware’ merchant 

who is not displaying his 

major items such as wash- 
ing machines, _ refrigerators, 
ranges, radios, automobile tires, 
and other items of a similar na- 
ture to best advantage, is losing 
the most profitable business there 
is in his store. 

In the past many of these 
major items have been pushed to 
the rear of the store or often- 
times onto the second floor or the 
basement, and the result has 
been that customers coming into 
the store in many instances did 
not know that these items were 
carried. 

Experiments conducted in sev- 
eral stores the past few years 
have shown that a limited num- 
ber of major items should be 
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In the store shown here 
there is a good sprinkling 
of major items in with the 
displays of small merchan- 
dise. This arrangement of 
display keeps major items 
in the minds of customers 
and results in many profit- 

- able sales. The above 
store is that of the Smith 
Hardware Company at 

Atlanta, Ga. 


DISPLAYING 


shown just inside of the front 
door so that people coming into 
the store or going out will be 
sure to see these items. 

It isn’t necessary that the en- 
tire stock of major items be lo- 
cated in the front of the store 
because room will not permit, 
but there should be a few of the 
most popular styles and sizes 
and the balance of the stock can 
be carried further back in the 
store or in a separate depart- 
ment. 


Major Items 


In one store the sale of bi- 
cycles was increased 60 per cent 
simply by keeping one or two 
bicycles near the front door 
while the main stock was carried 
in the basement. In another 
store radio business was_ in- 
creased over 100 per cent by this 
same method. 

A few years back it was cus- 
tomary to start the wall fixtures 
in a store right back of the win- 
dow, but it is now considered 
better practice to start the fix- 


HARDWARE AGE 








RENO S 3 TP NT 


ame 
oR 


aeRO 














5 
re 


Ba 


One of a Series 
of Articles Entitled 


Planning 
a Hardware 
Store for 
Profit 


tures ten or twelve feet from the 
back of the front window and 
then utilize this space for major 
items. 

Juvenile wheel goods, espe- 
cially, should be located where 
children coming into the store 
with their parents can easily see 
them and try them because while 
it will mean that the display will 
probably be moved by many of 
the children coming. into the 
store, yet it gets them interested 
and increases sales. 


Major Items Up Front 


Figure 29 shows a store ar- 
ranged in the manner mentioned, 
with a space for major items up 
in front and then another space 
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about half way back in the store 
and the surrounding smaller 
merchandise which is carried in 
the large display and open coun- 
ter display with these major 
items insures maximum sales. 
Another point that is often 
overlooked on major items is the 
price card, as every major item 
should have a price card with 
the price in large legible figures 
where the customer can easily 
see it. A small ticket attached 
to the item is not sufficient. Fig- 
ure 30 shows a particularly good 
arrangement for the display of 
large items on a platform which 
is a continuation of the fixture 
line and with space overhead 
where such bulky items as milk 
cans, wash boilers, and other 
large bulky items can be carried. 
It is generally considered 
good practice to set major items 








a 





up on a platform five or six 
inches off the floor and to set the 
merchandise off to best advan- 
tage the top of this platform 
should be covered with con- 
goleum or similar material and 
of a color that will harmonize 
with the other surroundings in 
the store. 


Another Layout Next 
Month 


Next month we are going to 
lay out another actual store 
which is a problem sent in by a 
HarpwakE AGE reader. 

We are anxious to make these 
articles just as practical as pos- 
sible and if you have any partic- 
ular problems of store arrange- 
ment do not hesitate to send them 
in as we will gladly help you 
with these problems and will use 
them in future articles. 
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It You Are In Seareh of 


Window Ideas 


HERE is 

no lack of 

evidence 

that tools 
are becoming in- 
creasingly popu- 
lar with a new set 
of users —home 
mechanics. Many 
professional and 
business men are 
doing cabinet 
work, model mak- 
ing and other ad- 
vanced woodwork 
that would put 
many “regular” 
mechanics to 
shame. They 
have a pride in 
their handiwork 
that the carpenter 
customer never 
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dreamed of, and 
they fairly dote 
upon the quality 
of their tools. 
Their enthusiasm 
for their hobbies 
is responsible for 
many extensive 
workshops, some 
going to the ex- 
tent of installing 
sizeable machine 
shops somewhere 
about _ their 
homes. 

Here are win- 
dows that will ap- 
peal to this type 
of customer. The 
window at the 
top of page 42 is 
from a New York 
City store which 
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pays particular attention to this while the attractive display at the 
class of trade—Hammacher, top of page 43, showing besides 


Schlemmer & Co. 


tools, paint and accessories two 


The next on the same page was__ high-grade ship models, comes 


set up by H. B. Viall for A. H. from Wimberly & Thomas, Bir- 
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Marshall Co., Plattsburg, N. Y., 


mingham, Ala. 
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The remaining window, featur- 
ing a varied assortment of home 
needs, including cutlery, glass- 
ware and electrical appliances, 
is from Railey-Milam Hardware 
Co., Miami, Fla. 

















“The Bargain Boomerangs” 


by LLEW S. SOULE 


tition manufacturers of well-known standard 
merchandise have as much at stake as have 
the independent wholesalers and retailers. 

Why? 

Because the growing tendency of the chains to 
sell nationally known merchandise below cost 
as leaders will, unless checked, eventually break 
down the price structures and wipe out the profits 
of those manufacturers. Meanwhile it is doubt- 
ful if the dearly bought reputation of the mer- 
chandise itself can long stand up under the as- 
saults of continued Bargain Prices. Will not the 
public eventually become suspicious of quality 
when prices originally intended as customer bait 
through constant use the established 


[ the present problem of chain store competi- 


become 
prices? 

If the chain stores were responsible for the 
popularizing of such merchandise, it might be a 
different story, but the chains do not pioneer new 
merchandise. The recent report of the Federal 
Trade Commission’s chain store survey reveals 
that many chain store systems acknowledge that 
they do not create demand for new items of mer- 
chandise; that they only buy such items after the 
demand has been built up by other merchandise 
distributors. 


If such merchandise is popularized at regular 
profit-bearing prices by independent merchants, 
how does it eventually find its way to the cut- 
price counters of the chain? The survey referred 
to reveals that the chains buy the great bulk of 
their merchandise direct from the makers. Mean- 
while it is an established fact that in the majority 
of cases this merchandise is sold to the chains at 
prices as low or lower than those quoted the whole- 
salers. At the same time, however, the survey shows 
that chains buy approximately 7.9 per cent of 
their purchases from wholesalers. Perhaps that 
accounts for chain store cut prices on items which 
certain manufacturers refuse to sell through chain 
channels. 
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Unquestionably the manufacturer who elects to 


distribute his wares through the chains and mail | 


order houses, is within his rights in so doing. If 
his entire line is adaptable to chain store selling, 
that may the logical channel for him to choose. If 
he depends upon the independent wholesaler and 
retailer to distribute the bulk of his line, we ques- 
tion the policy of selling a part of that line—the 
quick turning demand items—through chain stores. 
When, however, he sells those items to the chains at 
preferential prices, his regular independent dis- 
tributors cannot be blamed for questioning both his 
business judgment and his business ethics. 


Almost invariably the chains use nationally known 
items as leaders to draw people into their stores, 
and to give the impression that equal values pre- 
vail in all the merchandise they carry. At first they 
are willing to accept actual losses on such merchan- 
dise to accomplish their purpose. Eventually, how- 
ever, they insist upon a lower purchase price, then 
another, until most of the manufacturer’s profit is 
squeezed out. By that time the “léader price” has 
hecome the established price, the manufacturer’s en- 
tire price structure has been undermined, and often 
the prestige of his goods has. been lowered. Most 
assuredly the manufacturer has an interest in this 
problem, whether he realizes it or not; an interest 
which is shared by his distributors. 


Does any sane manufacturer want his best sellers 
retailed at cut prices? Does he want those cut 
prices in time to become established prices? Does 
he want narrowed margins all down the line? Does 
he want prices which must eventually bring up in 
the consumer’s mind the question of quality? 


If so, the present tendency may suit him admir- 
ably. If not, it is time for him to do some serious 
constructive thinking. : 


Meanwhile it is well for him to remember that 
the independent distributors of his merchandise are 
already thinking—and thinking hard. 
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The Retailer 
Holds the Key 


by E. B. GALLAHER 


HE retailer is really the 
T key to the situation today, 

as he is the contact man 
between the producer and the 
consumer. It devolves upon him 
to find out what the consumer 
will buy and what price he will 
pay—then purchase his stock 
accordingly. Given price, qual- 
ity and a reasonable stock of 
well-chosen goods, he can do a 
formidable business in today’s 
market—it will be through his 
efforts that volume buying will 
be restored. Don’t forget this. 

Commodity prices are lower 
today than they have been in a 
generation—the cost of ‘ produc- 
tion is actually less than it has 
been in many years—yet we 
have the strange coincidence con- 
fronting us that these cheap 
prices are not being transmitted 
to the independent merchant, 
which prevents goods being 
passed on to the public in 
volume. 

The independent merchant has 
been at fault for not liquidating 
his own cost of doing business 
more promptly and thus fitting 
himself for the low-price era 
which has now overtaken him; 
but both the manufacturer and 
the jobber are very much more 
to blame for not seeing to it that 
the retailer gets the necessary low 
prices which he must have if he 
is going to survive. 

As a matter of fact, I know 
that both manufacturers and job- 
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bers, in many cases, have been 
selling to chain stores and to 
mail-order houses at prices far 
below those at which they sell to 
their independent retail trade. 
This is not right nor economic. 

But, I am sure, if the manu- 
facturer and the jobber could 
only be made to realize that the 
backbone of their future business 
depends almost entirely upon in- 
dependent dealer distribution, 
they would promptly abandon 
the policy of favoring chain and 
mail-order distribution and con- 
centrate their efforts on helping 
the independent retailer, because 
the retailer, of necessity, must 
get lower prices in order to sur- 
vive, and if he cannot get them 
from his present sources of 
supply, he will get them some- 
where else, and a new connection 
once made becomes firmly estab- 
lished. Manufacturers and job- 
bers who are discriminating 
against the independent retailer 
in the matter of prices are riding 
for a fall and they deserve all 
that is coming to them. 





Editor’s Note—Mr. Gal- 
laher is known throughout 
the hardware trade for his 
breadth of vision and the 
fearless expression of his 
views. This extract from a 
recent editorial in Clover 
Business Service points out 
conditions which confront 
the retail merchant, and 
deals vigorously with the 
much discussed question of 
price. 











Another thing—I find that re- 
tailers, as a class, are very loyal 
to those who really try to help 
them and who do the fair thing. 
As a matter of fact, they are the 
only really loyal element in the 
chain of merchandising — the 
other elements are too apt to be 
concerned in themselves, without 
regard for the other fellow, and 
seem ready and even anxious to 
abandon old and sound con- 
nections if they see a chance to 
get what they believe to be an in- 
side edge somewhere, where they 
can scalp one or two per cent 
extra for themselves. 

This may be all very well as a 
relic of the jazz era, but, by far 
and large, the safest policy is to 
stick to the man who is loyal and 
give him the best you have got. 
The retailer must and will get 
better prices—it is up to the re- 
liable producer and jobber to see 
that he gets them. 





Marvin’s Store Meetings 


To make room for the articles on the 

Reconstruction Finance Corporation the 

Store Meetings have been postponed for 
this week. 


They 


Will Be Resumed Next Week 
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Early Gardening 
Needs 


Everything you need in the 
way of gardening supplies at 
prices that will save you 
money—from % to % less 
than you have been accus- 
tomed to pay. 


(List Items 
With Prices) 


YOUR STORE NAME 
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Get Out With the Boys 


Play golf, even if your sal- 
ary has been cut in half. 
Our prices on the finest qual- 
ity of golfers’ needs have 
been cut in half too. Look at 
these values! 


(List Items 
With Prices) 


YOUR STORE NAME 


By Samuel Kalp 


HOW TO USE 


The illustrations, layouts and ads supplied with this service are especially 
planned to help every hardware store make its advertising more practical 
and effective by the liberal use of human interest illustrations. Copy is 
always supplied in so far as it is practical for use by all of our clients. 


The description and pricing of the items must necessarily be left to the in- 
dividual store in most cases. In writing the descriptions to give to your 
printer with the supplied ad layouts keep in mind that brief, to the point 
descriptions are the most effective. The style, size, colors, unusual fea- 
tures. or special economies effected by the use of the item should be given. 
If greatly reduced, it is sometimes desirable to* show former as well as 
reduced price. If any question arises concerning the use of these ads, write 
us. You'll find us willing to help you sell more hardware at all times. 


HOW TO ORDER 


If you have local stereotyping facilities, request the complete sets of mats 
of all the advertising illustrations of these two pages, inclosing your check 
for $1.25. If you need mounted cuts order them by number given under each 
cut, listing the numbers in a column Figure the charge of 35c. for each 
cut when less than ten cuts are ordered; when ordering ten cuts or more 
figure the charge at 30c. for each cut ordered. Inclose check with order, 
please—this saves bookkeeping of small amounts. Send all orders to 


HARDWARE AGE ADVERTISING SERVICE 
239 W. 39th St. New York City 


(All Ads Are Planned Six Weeks in Advance to Give You Ample 
Time to Order Illustrations) 





For Spring Brides 


Now’s the time to fall in love and get 
married too when you can get your 
Housewares at (store name) for 
about % what you really expected to 
pay. Every item new, and bright— 
the kind to thrill any young wife. 


‘ 





(List Items 
With Prices) 


YOUR STORE NAME 
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Mlareh Is the Time to Start Promoting 
Your Spring Mlerchandise 
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Carpet 
Sweeper 


$0.00 


An exceptional value. 
Well constructed to 
give long wear. The 
new broom action brush 
control makes it pos- 
sible to sweep any 
floor. Body 9 x 14— 
beautifully finished — 
oil-less bakelite bear- 
ing—mahogany finish. 





Good quality brooms of 
well stitched broom 
corn securely fastened 
to handle. 


YOUR 








LEANING 
NEEDS 


Don’t let spring cleaning worry you— 
| (store name) has everything you need 
at prices so low they will amaze you. 
| Shop at (store name) and bank your 


(List Items 
With Prices) 


| 


STORE 








3 Pc. Mop Set 
$0.00 


A wonderful bargain— 
two triangular shaped 
— heavily cushioned 
steel frame mops with 
inch yarn spread 
together with adjust- 
able handles. Also one 
pint can of polish all 
FOR is.c0 00:00 














Galvanized 
Pails 


00c. 


A very fine galvanized 
pail made of heavy 
rolled steel sheets—ab- 
solutely leakproof. Ca- 
pacity. 


NAME 





MM 
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A Surprise Awaits You 
at (Store Name) 


A complete new line of 
spring merchandise is being 
shown at prices so low they 
demind you of prewar days. 
Your reduced income will not 
worry you any longer when 
you see how much fine qual- 
ity merchandise you can buy 
for your dollars at (store 
name). 


(List Items 
With Prices) 


YOUR STORE NAME 
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Do You Know 


The first telephone message was 
transmitted March 10, 1876. 
Now smart shoppers use the 
telephone daily to aid them in 
their buying. If the weather is 
bad—if you are busy—telephone 
us, Your order will receive 
careful and prompt attention. 
Try us—we know you will be 
pleased. 


(List Specials 
With Prices) 


YOUR STORE NAME 
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HAT does a girl know 
about playing marbles? 
What does a woman 


know about the intricacies of bus- 
iness? Very littlke—unless she 
happens to be particularly inter- 
ested in the game. In either case 
she enjoys having the last word 
in discussing what little she does 
know. 

Apropos of Mr. Norvell’s arti- 
cle in HarpwarRE AceE, “How 
Can We Put the College Spirit 
into Business,” and the two con- 
flicting answers, both of which 
evade the question, I have some 
words forthcoming. 

We don’t want to inject the 
college spirit into business, Mr. 
Norvell. On the contrary, our 
problem should be—“‘How Can 
We Put the Business Spirit into 
Our College System?” 

I'll tell you why. 

College spirit is a popular no- 
tion conceived by people who 
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That 


HILDA LOU 
CARROLL 


have never attended college. It 
is a fancy woven by college grad- 
uates whose memories of those 
years is mellowed and glamoured 
by time. It is an overdrawn idea 
presented to the gullible public 
by clever film directors. It is 
ballyhoo. 

I attended college three years 
—until fate intervened. I count 
the other year a gain, not a loss. 
So far the “workshop” has been 
my best teacher. I’ve been work- 
ing three years, counting summer 
vacations, three years that I'd 
swap for nothing. 

I enjoyed college. 
it of everything it 
dances, games, sorority life, cam- 
pus activities. But business has 
taught me to work. It has taught 
me how to evaluate myself, how 
to cooperate. 

I’m glad for having had the 
opportunity to attend a univer- 
sity. It gives us social standing. 
It teaches us to think. It in- 
creases our capacity for dealing 
with future problems. But it does 


I drained 
offers— 


“College Spirit in Business’ 
Gets a Reversal from Hilda 
Lou Carroll, who says: 
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not teach us how to work. It 
does not fit us for business. My 
friends who have graduated are 
now taking business courses. 

We emerge with distorted 
views on life, on everything. We 
accumulate the personal ideals 
and prejudices of every profes- 
sor in whose class we have been 
enrolled. We are egoists. We 
are bloated with confidence. 

Business is prepared for us, 
but we are not prepared for bus- 
iness. We have been taught to 
work alone, selfishly. We have 
not been taught to work in a 
group. We think in terms of 
philosophy, science. What we 
really need is more Carnegie, 
less Browning; more Firestone, 
less Euclid; more Schwab, less 
Plato. 

The university is concerned 
with theory, past and potential. 
Business deals with contempor- 
ary pragmatic thought. But it 
may be just as romantic, just as 
idealistic as anything that can be 
taught at college. I’ve found it 
so. I’ve found the feeling of ela- 
tion after a good days’ work. 
I’ve found the glowing satisfac- 
tion of accomplishment _ that 
waits for every hardware clerk, 
typist, salesman, when he has 
done his best. Business doesn’t 
need spirit. It is overflowing 
with it. 

Mr. Norvell, that college spirit 
you want to inflict on business is 
like our glorified reminiscences 


of childhood, which is not the 
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| Three Cheers #, Business, As I's 


Utopia we like to imagine. It 
is rather a series of don’ts and 
having to go to school and to eat 
spinach and take cod liver oil. 

College is like that. We don’t 
really get that college spirit until 
years later when we’ve forgotten 
the details. College students 
don’t bound into the classroom 
with the exuberance of Hebe. 
They sit for an hour or so half 
listening to a_ self-complacent 
professor pound out his personal 
theories, which may be con- 
cerned with anything in the world 
but the subject in the curriculum. 
Some take notes. Others copy 
them later. Most of them hear 
nothing, see nothing, think of 
many things. A few get their 
money’s worth. 

Is this, Mr. Norvell, your idea 
of college spirit? 

Between classes they collect in 
fraternal groups, leaving others 
standing alone. They “pan” the 
professors; they “pan” every 


orvell. 
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other sorority and fraternity on 
the campus. They grumble about 
grades, assignments, exams, 
everything. Every day it is the 
same. 

Is this what Mr. Norvell wants 
brought into business? 

Before every game the college 
paper pleads with the collegians 
to meet for a “pep” session, 
made to order. Sometimes their 
enthusiasm is rewarded with a 
crowd, often not. The football 
spirit to which Mr. Norvell refers 
is only that which may be found 
at every great sporting event. It 
is the glowing spirit of youth, 
sport, life, older than the Athen- 
ian Parthenon. It did not orig- 
inate at any college. It is not 
college spirit. 

Contrary to Mr. Shull’s views 
(Harpwace AcE) I find em- 
ployees loyal to their organiza- 
tion, anxious to help fellow work- 
ers. In my firm are 219 men 
who have been in service more 
than twenty years, five who have 
served for fifty years. That is 
loyalty. I find that any man (or 
woman) who wants to achieve 
recognition is always rewarded 
for his effort. Capacity is ever 
given opportunity. 


You read Mr. Shull’s letter 
in the Dec. 24th issue of 
Hardware Age and Mr. Wit- 
ten’s in the January 2Ist. 
Now read this straight-from- 


.the-shoulder opinion from a 


business girl — Hilda Lou 
Carroll, of Indianapolis. 


My creed is this I firmly be- 
lieve that modern business is 
conducted on a_ high ethical 
plane; that it is on the “up and 
up’; that it is progressive, ener- 
getic, pulsating with life and 
vigor; that it plays no favorites, 
has no teacher’s pets; that a spirit 
of good fellowship abounds in 
every office and store, lumber 
camp and jobbing house; that it 
is a wholesome struggle for sur- 
vival of the fittest; that it has 
spirit to spare. 

Perhaps when I am older and 
wiser, with a broader horizon on 
life, I, too, will have an altered 
perspective. Then I may steal a 
wistful back glance at my youth 
and sigh for the grand old “col- 
lege spirit” that never was. 

But now I’m sold on the solid 
business structure of today. Three 
cheers for it, as is. 

Yours very truly, 


Hitpa Lou Carrot, 
Advertising Department, 
E. C. Atkins & Company. 
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COBLEIGH IS PRESIDENT | ranges in Texas and is very well | LIONEL CORP. APPOINTS | Murray Ohio Mfg. Co., Cleve- 


OF THE NUTMEGGERS 


George L. Cobleigh, Chicopee, 
Mass., representing Pike Mfg. 
Co., Pike, N. H., was elected as 
president of the Nutmeggers at 
the recent meeting held at the 
City Club, Hartford, Conn. Other 





G. L. COBLEIGH 


officers are: vice presidents, Ed- 
ward G. Swift, Newton High- 
lands, Mass., manufacturers 
agent and Harold F. Sullivan, 
Hartford, Conn., A. G. Spalding 
& Bro. representative and secre- 
tary-treasurer, E. C. Sullivan, 
W. Hartford, Conn., represent- 
ing L, L. Ensworth & Son. Di- 
rectors for three years are: 
George A. Reynolds, William H. 
Paaschen, George F. Ellis and 
Fred W. Lowe. 

Retiring president Karl M. 
Martin, of Minnesota Mining & 
Mfg. Co., presided. Plans are 
progressing for the annual Nut- 
megger - Connecticut Hardware 
Association Get-Together at the 
Hotel Bond, Feb. 18, at the close 
of the association’s convention. 
HARDING, DISTRICT MGR., 
FOR ELECTROCHEF SALES 


A. H. Jaeger, general sales 
manager, of Electromaster, Inc., 
Detroit, Mich., announces the ap- 
pointment of Bert Harding as 
district manager of Electrochef 
sales in the Southwest territory. 
For the past ten years Mr. Hard- 
ing has represented Edison Gen- 
eral Electric Appliance Com- 
pany as a range specialist and 
district manager in this same 
territory. He pioneered electric 
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known in the range and utility 
field. Mr. Harding’s headquar- 
ters will be in Dallas, Tex. 


HARDWARE TO BE FEA- | 


TURE AT BRITISH FAIR 


Hardware will be, numerically, 
the largest group at the British 
Industries Fair at Birmingham 
(Feb. 22nd to Mar. 4th). It will 
even show an advance on last 
year. Hardware manufacturers 
have not been slow to take ad- 
vantage of the considerable ad- 
vances that have been made in 
recent years in the design and 
construction of machines, ma- 
chine tools, presses and other in- 
dustrial appliances. Moreover, 
the metals and alloys which con- 
stitute the raw materials of the 
hardware manufacturer are sub- 
jected to close examination by 
scientific experts so as ensure 
high purity and reliable physical 
properties. 

Close attention is given to the 
production of goods for domestic 
use of the “labor-saving” type. 


SAN FRANCISCO PLANS 
CLEAN-UP CAMPAIGN 
The Junior Chamber of Com- 

merce of San Francisco, Cal., 

will sponsor the local Clean-Up 
and Paint- Up Campaign and 
will cooperate with the San 

Francisco Work Creating Com- 

mission, which is now starting 

a drive to create jobs by means 

of an intensive house to house 

canvass, to be handled by volun- 
teers. Mayor Rossi appointed the 
commission. 

R. C. Sullivan, who has had 
previous experience in Chicago, 
Ill. and New Orleans, La., in the 
organization and conduct of such 
campaigns is active in the co- 
ordination of the interests of the 
different groups. The campaign 
is expected to reach its climax 
in April. 


AGENT WANTS NEW LINES 
SKIIS, TOBOGGANS, ETC. 

General Sales Corp., 350 E. 
First Street, Los Angeles, Cal., 
want new lines of skiis, tobog- 
gans, snow shoes, etc. The or- 
ganization operates as manufac- 
turers agents, in the entire Pa- 
cific Coast and British Co- 
lumbia. 








F. A. JONES, A. G. GEORGE 

The Lionel Corp., 15 E. 26th 
St., New York City, has appointed 
Adam G. George to travel the 
New England states and parts of 





FREDERICK A. JONES 


the Middle West. Frederick A. 
Jones has been appointed to 
travel the southern and 
will maintain showrooms at the 
Henry Grady Hotel, Atlanta, Ga. 

Mr. George has been actively 
engaged in the toy industry for 


states 





ADAM G. GEORGE 


sixteen years, having previously 
been with Ferdinand Strauss 
Corp., for ten years and with 
E. I. Horseman and Averill Co., 
Inc., for six years. Mr, Jones 
has been active in the toy field 
for the last 23 years, and is well 
acquainted with the southern 
territory and its buying habits. 

Mr. Jones also represents the 








land, Ohio, makers of steel craft 
wheel goods and the Kingston 
Products Corp., Kokomo, Ind. 


KILBORN & BISHOP CO. 
PLANT DAMAGED BY FIRE 


The Kilborn & Bishop. Co., 
196 Chapel St., New Haven, 
Conn., had a small fire at its 
plant recently at which time 
damage approximating $3,500 
was suffered in the heat treating 
department. Half the damage 
was done to buildings and the 
balance to contents. Operations 
of the department were delayed 
but one day. Insurance fully 
covered the loss. 


WILLOUGHBY HARDWARE 
DAMAGED BY FIRE 


On Jan. 20 Willoughby Hard- 
ware Co., Willoughby, Ohio, was 
damaged by water and smoke to 
the extent of about $1,500, which 
was covered by insurance. The 
fire started next door. 


1932 CLEAN-UP WINDOW 
DISPLAY FEATURES 
PAINTING AND REPAIRS 
The 1932 nine color Clean Up 
and Paint Up window display 
shows a procession of marching 
workmen, with cutout profiles, 
led by an energetic painter, and 
slogan, “Catch Up with Repairs 
Now!” with appropriate  sug- 
gestions for both outside and in- 
The display, which 
is the elaborate, colorful 
and attractive one which the 
National Clean Up and Paint 
Up Campaign Bureau has made 
available, also carries specific 
suggestions to “Modernize, Beau- 

tify, Fix Up and Paint Up.” 

It is designed to rivet public 
attention upon the necessity of 
immediately making up for 
neglect property which has 
been subjected to an over-long 
period of wear and depreciation 
and to stimulate employment and 
business activity. Illustrations 
of the display, which will be sold 
without profit, and also an il- 
lustrated list of other Clean Up 
and Paint Up display material. 


side work. 
most 


to 


will be sent upon receipt of 
request, by the National Clean 
Up and Paint Up Campaign 
Bureau, 2201, New York Ave., 


N. W., Washington, D. C. 
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F. G. ECHOLS RESIGNS AS 
GREENFIELD CORP. PRES. 


Francis G. Echols has resigned 
as president of Greenfield Tap & 
Die Corporation, Greenfield, 
Mass., after holding that posi- 
tion for more than two years. Mr. 
Echols has been connected with 
the small tool business some 40 
years and feels it is time for him 
to take a rest. 

He became president of the 
Greenfield concern in 1929 after 
having been with it 11 years. Be- 
fore then he was for 25 years con- 
nected with the small tool de- 
partment of Pratt & Whitney Co., 
Hartford, Conn. Mr. Echols will 
continue as a member of the ad- 
visory board. 

Charles N. Stoddard, a Green- 
field attorney, succeeds Mr. 
Echols as president. 


PHILADELPHIA DEALERS 
HEAR G. E. WHITWELL 


George E. Whitwell, vice-presi- 
dent, in charge of sales, The 
Philadelphia Electric ad- 
dressed the Jan. 21 meeting of 
the Retail Hardware Association 


of Philadelphia, held at the Elec- 
trical Club. He spoke on pro- 
moting and selling electric and 
gas appliances and stated that 
he felt that the retail hardware 
merchant had not taken advan- 
tage of the many opportunities 
offered by the electrical indus- 
try from the very beginning. Mr. 
Whitwell said that because — of 
the passive spirit on the part of 
the retailers it became necessary 
for those interested in the pro- 
gress of the utilities to enter the 
field of merchandising. He said 
mistakes had been made in go- 
ing after business but added that 
these mistakes had been made 
by both sides. 

Sherman W. Griselle, assistant 
vice-president, in charge of sales, 
and George E. Conover, manag- 
ing director, Electrical Associa- 
tion of Philadelphia, addressed 
the meeting. An open forum 
followed the addresses. 


Co., 


HOLD HEATING SHOW IN 
CLEVELAND, OHIO 


New and improved equipment 
in the heating, ventilating and 


air conditioning fields were 
shown in Public Hall Annex, 
Cleveland, Ohio, last week at 


the second international Heating 
and Ventilating Exposition under 
the direction of show manager. 
Charles F. Roth, New York City. 
Much of the $3,000,000 worth of 
equipment displayed, was shown 
in actual operation. 
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ELLIOTT IS PRESIDENT 
SPORTING GOODS ASSN. 


John R. Elliott, president, 
R. E. Elliott Arms Co., Kansas 
City, Mo., was elected president, 
The National 
Distributors’ Association, at the 
annual convention held at the 
Hotel Sherman, Chicago, Ill. 
Sam Monetta, Athletic Supply 
Co., Toledo, Ohio, was named 
vice-president and John Hatton, 
Kansas City, Mo., was elected 
as secretary-treasurer. 


Sporting Goods 


Directors are: Douglas Twee- 
died, A. G. Spalding & Bros., 
Chicago, Ill., A. H. Kirksey, 
W. A. Holt Co., Waco, Tex., 
A. K. Leonard, Treman, King & 
Co., Ithaca, N. Y., and W. L. 
Buck, W. L. Buck Co., Okla- 
homa City, Okla. Factory rela- 
tions committee members are: 
William A. Carey, Alex Taylor 
& Co., New York City, and 
George Buechel, Sutcliffe Co., 
Louisville, Ky. George Jarvis, 
Jarvis & White, Chicago, IIl., is 
chairman of the program com- 
mittee, and Mr. Buck is chair- 
man of the membership com- 
mittee. 

The association requested a 
modification of the present wild 
fowl season in a letter to the 
Biological Survey favoring, “as 
an open season for hunting mi- 
gratory wild fowls during the 
present emergency a 60 day 
period during which time game 
may be taken on three days of 
each week, the remaining days 
being closed to hunting, the 60 
day season and the weekly open 
days to be decided upon by the 
various states according to their 
geographical location with re- 
spect to the migration of wild 
fowl.” 

The attendance was 600, in- 
cluding 300 distributors, the re- 
mainder being manufacturers 
and their salesmen. There were 
100 exhibitors. 


WOOD-TURNERS BUREAU 
HOLDS ANNUAL MEETING 


The annual meeting of the 
Wood - Turners Service Bureau, 
Boston, Mass., was held in that 
city recently. The program in- 
cluded reports of the years ac- 
tivities, outline of features for 
1932, general discussions of con- 
ditions and problems, and _ talks 
on subjects of vital importance. 


T. L. RISDON OPENS 
PROPHETSTOWN STORE 
T. L. Risdon, Erie, Ill, has 

opened a hardware and imple- 
ment store in Prophetstown, IIL, 
with Albert Roberts as manager. 











OBITUARY 


WALTER S. COMLY 


Walter S. Comly, general man- 


ager of sales and _ assistant 
treasurer, Russell. Burdsall & 
Ward Bolt & Nut Co., Port 


Chester, N. Y., died recently at 


WALTER S. COMLY 


his home in that city, at the age 
of 69. Mr. Comly, who had 
been ill for a year, had béen in 
the bolt and nut business for 
more than fifty years. 


JAMES McSHANE 


James McShane, 71, manager 
and member of the firm of J. C. 
Rogerson & Co.. Hudson, N. Y., 
wholesale and retail hardware, 
iron and steel firm, died Jan. 15. 
For 54 years he was connected 
with the Rogerson firm, entering 
the employ of the company in 
1877 and becoming a member 
of the firm in 1898. Mr. Me- 
Shane was active in civic, fra- 
ternal and Chamber of Commerce 
activities in Hudson. He served 
from 1890 to 1896 as city clerk 
and clerk of the council. From 
1897 to 1899 he was a member 
of the board of health and later 
served on the board of education 
and on the county equalization 
commission. 


C. F. MORRISON 


C. F. Morrison, 70, pioneer 
hardware merchant in N. Wilkes- 
boro, N. C., died Jan. 17 at his 
home in Wilkesboro, following 
an illness of several years. 





FRANK N. COOKSON 


Frank N. Cookson, 69, senior 
member of the Cookson-LeRoy 
Hardware Co., Manistique, Mich., 
died Jan. 19 at his home in that 
town. In the fall of 1913 Mr. 
Cookson in partnership with the 
late Abe LeRoy purchased the 
hardware business from the Con- 
solidated Lumber Co., in which 
Mr. Cookson retained his interest 
until his death. Mr. Cookson 
had been in the lumber _busi- 
ness since he was 14 years of 
age. 

For ten years he served on the 
county road commission and in 
1925 again became a member of 
the commission, filling an unex- 
pired term, At the time of his 
death he was serving a six year 
term on the commission. In 
1916, against his wishes he was 
elected as alderman. When the 
council manager plan was adopt- 
ed by the community he was 
elected as councilman for two 
years, being reelected for a four 
year term, which he was serving 
at the time of his death. 


A. R. HELFRICH 
Alfred R. Helfrich, treasurer 


and manager, Allentown Paint 
Mfg. Co., Allentown, Pa., died 
in that city Jan. 20, at the age 
of 64, following an illness of 
four weeks. About 45 years ago 
he entered the employ of the 
paint company, which his father 
established in 1855, with H. A. 
Bachman. In 1913 he became 
treasurer and manager of the 
company. He was a director of 
the Merchants-Citizens National 
Bank & Trust Co., since 1922. 


PRESTON J. EHRICH 


Preston J. Ehrich, for the past 
thirty-nine years a road _sales- 
man for L. H. Yeager Co., Allen- 
town, Pa., wholesale hardware 
distributors, died Jan, 23, at his 
home in that city. Mr. Ehrich’s 
entire business career was in the 
employ of the Yeager company, 
which he joined in 1888, spend- 
ing the first five years with the 
company in the shipping depatt- 
ment. 





WHITTAKER-HOLTSINGER WANTS CATALOG SHEETS 


The Whittaker - 
Hardware Co., Morristown, 
Tenn., wholesale distributors, 


would like to have from manu- 


Holtsinger facturers whose lines it handles 


seven sets of loose leaf catalog 
sheets. The company is re- 
building its salesmen’s catalogs. 


HARDWARE AGE 




















CARTER HARDWARE, LOS ANGELES, CROWDS 
MUCH PROGRESS INTO TEN YEAR PERIOD 


Just ten years ago, Mark 
Carter, who could then hardly 
speak a word of English, arrived 
in Los Angeles, Cal., from Rus- 
sia and opened up a very mod- 
est hardware store under the 
name of the Carter Hardware 
Co. Since then the progress of 
the firm has been so rapid that 





MARK CARTER 


its accomplishments seem almos! 


unbelievable. In the short space 
of one decade the store has 
grown until the company now 


has its own four-story building 
at First and Los Angeles Streets. 
where it utilizes more than 48,060 
square feet of floor space, and 
employs more than twenty people 
to carry on its steadily increas- 
ing business. 

Prior to coming to the United 
States, Mr. Carter’s business 
acumen had been recognized in 
his native land, and this same 
ability as a good manager. 
coupled with plenty of hard 
work, has been responsible for 
his store’s remarkable record. 
When the store was first opened. 
Mr. Carter was greatly handi 
capped because he could not 
speak the language, but he solved 


this problem in an_ ingenious 
manner. Until he had acquired 
an understanding of the lan- 


guage, he made it a practice to 
open up an illustrated catalog 
and spread it before patrons, 
saying “Show me, please.” These 
words were about the extent of 
his English vocabulary, but they 


served him well and his first 
customers became impressed by 
his earnest desire to serve them 
in an efficient and friendly 
manner. 

The store recently celebrated 
a jubilee as an expression of 
gratitude for the patronage that 
has made its success possible, 
and in a recent letter to Haro- 
WARE AGE, commenting upon the 
event, H. W. Steele, president, 
Shelby Spring Hinge Co., Shel- 
by, Ohio, says: “It brought us 
back to the time, and it only 
seems a few years ago, that they 
were almost struggling to get a 
start. The was then a 
‘two by four’ place of business 
and their were largely 
piled on the street. Despite the 
effort of competitors to force 
Mark Carter out of business, he 


store 


goods 





was game and today his success is 
so substantial that we must all 
take off our hats to him.” 

In the conduct of the business, 
Mr. Carter has been ably as- 
sisted by his son Victor, who has 
grown up in the store, and by a 
son-in-law, Maurice Kompaniez, 
both of whom have become im- 
bued with the courageous spirit 





HILO ELECTS OFFICERS 


At the annual meeting of the 
directors of Hilo Varnish Corpo- 
ration, held on Thursday, Jan. 
14, J. H. Schumann was elected 
chairman of the board. 

Mr. Schumann has served as 
president since 1910. Relieved of 
the more exacting details of 
management, Mr. Schumann is 
now enabled to devote his wide 
knowledge and long experience 
in the industry more closely to 
the problems peculiar to the busi- 
ness. 





Carl J. Schumann, former sec- 
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and aggressive policies of the 
establishment. 
retary, was elected president. 


Mr. Schumann entered the busi- 
ness in 1905 as assistant factory 
manager, and gained practical, 
first-hand experience in every de- 
partment of the company. He 
was president of the National 
Varnish Manufacturers Associa- 
tion in 1920 and again in 192]. 
He is a graduate of Renesselaer 
Polytechnic Institute, the 
degree of Civil Engineer. 


with 


He brings to his new office all 
the capabilities of a mind trained 
in engineering and organization 





work plus an intimate knowledge 
of finance. 

Everitt J. Cole was elected 
secretary. Mr. Cole started in 
the laboratories of Moller & 
Schumann Co. upon his gradua- 
tion from Polytechnic Institute of 
Brooklyn in 1912. He was elected 
a director of Hilo in 1925. He 
served as chief chemist until his 


appointment last November as 
industrial sales manager. He is 


a past president of the Federa- 
tion of Paint and Varnish Pro- 
duction Clubs. 

Albin G. Schumann, vice-pres- 
ident; John H. Mills, vice-presi- 
dent; Frank M. Schumann, treas 
urer, were reelected. 


NEW ENGLAND IRON & 
HARDWARE BANQUET 


The New England Iron & 
Hardware Association held its 
thirty-ninth annual banquet at 
the Hotel Somerset, Boston, 
Mass., Jan. 21, with hardware 
wholesalers, manufacturers and 
representatives present. Speak- 


ers were: Hon. Joseph E. Warner, 
attorney-general, Commonwealth 
of Massachusetts; Rev. 
M. Lindsay, who spoke on “Rus- 


Samuel | 


| treasurer. 





sia of 1931, The Story of an} 


Eye Witness,” and Strickland 
Gillilan, Washington, D. C. Hon. 
W. F. Garcelon was toastmaster. 
Other guests were G. Sumner 
Wilson, president, National Hard- 
ware Association, and Clarence 
C. Dodge, vice-president, New 
England Iron & Hardware As- 
sociation. 

President W. H. Bowe presided 
at the dinner, George J. Mui- 
hall, secretary and treasurer of 
the association, who has been se- 
riously ill for more than a year, 
was able to spend some time with 
the gathering. The banquet 
committee was Frederick M. 
Butts, chairman, Frank W. Brig- 
ham and C. W. Henderson, Jr. 
MEADOWS MFG. CO. IS IN 

RECEIVER’S HANDS 


It is reported that United 
States district judge Louis Fitz- 
henry has named Hal M. Stone, 
president of the Meadows Mfg. 
Co., Bloomington, IIl., as receiver 
for the corporation. The report 
states that officials admitted al- 
legations of four creditors who 
filed a receivership petition and 
said it was to the firm’s best in- 
terest to have a_ receiver ap- 
pointed. 

Mr. Stone is reported as say- 
ing: “The objects of the receiver- 
ship is primarily to continue 
operation of the plant in Bloom- 
ington, to secure working capital 
for fulfilling the several contracts 
we have on hand, and to permit 
the company to tide over the tem- 
porary embarrassment and con- 
tinue as a going concern.” 








RETIRES AS MANAGER OF 
KNIGHT & WALL 
Perry G. Wall, one of the 
founders and general manager 
and treasurer, King & Wall Co., 
Tampa, Fla., wholesale and re- 
tail hardware organization, is now 
chairman of the board of direc- 
tors. Frank M. Cooper succeeds 
Mr. Wall as general manager and 
President J. Edgar 
Wall retains that office, but 
retired from active management 
of the company. Houston Wall, 
son of Perry G. Wall, is vice- 

president. - 

When the company” was 
founded in 1884 by H. L. Knight 
and Perry G. Wall, Mr. Wall was 
but 16 years of age. Mr. Wall 
has been active in other business 
enterprises and in civic and po- 
litical affairs, having served on 
the city council, the county school 
board and as mayor of Tampa 
from 1923 to 1927. 

The new vice-president 
been active in the organization’s 
management since 1911, Mr. 
Cooper joined the company in 
1902, having previously conducted 
a hardware business at Punta 
Gorda. 


has 


ISAAC WALKER BUYS 
CLARK SMITH STOCK 


The Isaac Walker Hardware 
Co., Peoria, Ill., wholesale hard- 
ware distributors, has acquired 
the hardware end of the Clark 
Smith Hardware Co., wholesale 
firm of the same city. Neither 
the automotive accessory nor 
radio departments are included 
in the transfer. The Clark 
Smith company was _ founded 
about 1868, while the Walker 
organization was started in 1842. 

J. T. Neilson is president of 
the Walker company. Other 
officers are: vice-president, W. A 
Jack, secretary, Wm. D. Upton, 
and treasurer Edward I. Walker. 


NEVITT AND RIGHTOR 
REPRESENT H. C. WHITE 


The H. C. White Co., N. 
Bennington, Vt., has appointed 
two representatives in the south- 
ern territory. They are C. D. 
Nevitt, 1507 Ferry St., Lafayette, 
Ind., and Haskell Rightor, Sr., 
405 Chesterfield Ave., Nashville, 
Tenn. 


ENDERS RAZOR CO. WILL 
MOVE SALES OFFICE 


On Feb. 10, Enders Razor Co., 
Inc., will move its sales and gen- 


eral offices from 105 W. 40th 
St., New York City, to larger 
quarters at 342 Madison Ave.. 
New York City. 
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SEEKS MERCHANDISE 
FOR SOUTH AMERICA 


L. Ludwin, Buenos Aires, Ar- 
gentina, representing a recently 
formed South American concern, 
which intends to specialize in 
the distribution of American 
labor saving mechanical devices 
for the home, is interested in 
communicating with manufactur- 
ers of such products. 

Mr. Ludwin, who may _ be 
reached at 27 West Sixty-seventh 
Street, New York City, during 
the next two months, states that 
the sales organization which he 
represents will cover the east and 
west coasts of South America, in- 
cluding Argentina, Brazil, Chile 
and Peru. 

Manufacturers of refrigerating 
units, washing machines, dish 
washing machines, vacuum clean- 
ers, water systems and similar 
devices, electric mixers adapted 
for the use of two cycle gasoline 
engines, or electric motors op- 
erating on home or commercial 
power circults, are invited to 
communicate with Mr, Ludwin, 
who is particularly interested in 
the inexpensive types of the items 
mentioned. Data on oil and gas- 
aline stoves are also desired. 


CARLISLE BRANCH TO 
MOVE TO NEW STORE 


Fred E. Carlisle, president and 
treasurer, Carlisle Hardware 
Co., Springfield, Mass., recently 
announced that the company’s 
branch at 139 State Street will 
be moved about Feb. 15 to 1208 
Main Street. 


MASTON ADDRESSES 
BALTIMORE PAINT CLUB 


The Baltimore Paint, Oil and 
Varnish Club had president W. 
E. Maston, zone vice-president 
Frank J. Sampson of Richmond, 
Va., and general manager George 
V. Horgan of the National Paint, 
Oil and Varnish Association as 
guests of honor at their recent 
monthly meeting at the Southern 
Hotel. 

John Henry Coon, president of 
the club, presided at the dinner 
and meeting. He announced the 
purpose of the meeting was to 
promote a closer relation between 
all organizations engaged in the 
improvement of paint and allied 
industries. 

Mr. Horgan outlined the work 
being done by the national asso- 
ciation for an extensive “Clean 
Up and Paint Up and the Save 
the Surface Campaign,” which he 
said will contribute largely to 
the relief of unemployment. 

National president W. E. Mas- 
ton made an appeal to the 
younger men for club activity, 
and thanked the older men for 
their interest. Speaking on pres- 
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ent conditions that now prevail 
in practically all lines of indus- 
try, he said that he had “a vision 
of the creation of a great Amer- 
ican paint industry.” 





J. W. HAMMOND NAMED 
GRIFFIN LEADING CITIZEN 


J. Woods Hammond, hardware 
dealer of Griffin, Ga., a past pres- 
ident of both the Georgia Retail 
Hardware Association and of the 
Southeastern Retail Hardware 
Association, was selected Jan. 12 
as that town’s “leading citizen.” 





J. WOODS HAMMOND 


For several years he was superin- 
tendent of the city light and 
water department and later was 
chairman of the light and water 
commission. He was mayor of 
Griffin from 1916 to 1918. Mr. 
Hammond has served as _ presi- 
dent of the Chamber of Com- 
merce and president of the board 
of education. For several years 
he was president of the City Na- 
tional Bank and director of the 
First National Bank. He is now 
a director of the Griffin Banking 
Co. and president of the Griffin 
Credit Exchange. 


BROOKS HARDWARE CO. 
‘OPENS ANNEX STORE 


Brooks Hardware Co., Augus- 
ta, Me., has opened an annex 
store at 241 Water Street, which 
is in charge of Harry E. Brewer. 


BUCHER, VICE PRES., 
WESTINGHOUSE UNIT 


At a meeting of the board of 
directors of the Westinghouse 
Electric International Co., held 
in New York, Jan. 27, George H. 
Bucher was elected vice-president 
and general manager. 

Mr. Bucher joined the West- 
inghouse organization in 1909 as 
a graduate student. He was 
transferred from the graduate 
student course at East Pittsburgh 
to the export department in New 
York in 1911. In 1920 he was 








appointed assistant to general 
manager of the Westinghouse 
Electric International Co. Jn 
1921 he was appointed assistant 
general manager, which position 
he held until his recent appoint- 
ment. 

He is a member of the A. I. 
E. E. and vice-president of the 
New York chapter of the West- 
inghouse Veteran. Employees’ As- 
sociation. He will make his 
headquarters at 150 Broadway, 
New York. 


SOUTHERN JOBBERS TO 
MEET, APRIL 18-21 


Charles F. Rockwell, secretary, 
American Hardware Manufactur- 
ers Association, 342 Madison 
Avenue, New York City, has an- 
nounced that the Edgewater Gulf 
Hotel, Edgewater Park, Biloxi, 
Miss., will be the headquarters 
of the 1932 joint convention of 
the Southern Hardware Jobbers 
Association and the American 
Hardware Manufacturers Asso- 
ciation. The convention will 
open on the evening of April 18 
and adjourn April 21. 

This year’s convention will take 
the form of a conference, in 
which, without regard to asso- 
ciation affiliation, the hardware 
jobbers of the fourteen southern 
States are invited to participate. 
Circular matter issued on the 
convention indicates the trans- 
portation rates available in con- 
nection with the convention. 


GENEVA HARDWARE 
FIRM TO HAVE LARGER 
STORE 
Cooney, Watts & Cooney, who 
established a hardware business 
about five years ago on Castle 
St., Geneva, N. Y., will move 
Feb.’ 8 to larger quarters in the 
same town at 513 Exchange St. 


CHICAGO PAINT CLUB 
MEETING FEB. 4 


The Feb. 4 meeting of the 
Paint, Oil & Varnish Club of 
Chicago, IIl., will be held in the 
Bal Tabarin of the Sherman 
Guests will be the Save 
the Surface Salesmen’s Club. 
Captain John W. Gorby will 
speak on the subject “The Cen- 
tury of Progress.” B. W. Kunst, 
president, Save the Surface Sales- 
men’s Club, will talk on the 
plans for the formation of a joint 
committee on pain and wall pa- 
per to inaugurate a campaign to 


decorate in preparation for the 
Fair of 1933. 


House. 





FORSBERG RE-ELECTS 
DIRECTORS FOR 1932 


The annual meeting of the 
stockholders of the Forsberg 
Mfg. Co., Bridgeport, Conn., was 
held at the company’s offices on 
Jan. 25. Reports of business for 
the year 1931 were read and 
showed an encouraging increase 
in sales over 1930 and 1929. At 
this meeting the following di- 
rectors were re-elected to serve 
for the year 1932: Harold S. 
Forsberg, Harry B. Curtis, Rob- 
ert B. Davis and Rowland L. 
Hunter. The resignation of Jor- 
dan B. Parsons as a director and 
sales manager of the company 
was accepted. 


HALPERN REPRESENTS 
MOYLAN SUPPLY CO. 


Harry F. Halpern, formerly 
sales representative of the New 
York Building Superintendents 
Association, has been appointed 
as special representative by the 
Moylan Supply Co., Inc., 523 
West 125th Street, New York 
City. 

~ BLAIR IS PRESIDENT 
MANHATTAN ASSOCIATION 


Jean Blair was elected presi- 
dent of the Hardware & Supply 
Dealers Association of Manhattan 
and Bronx Boroughs, Inc., at 
the recent meeting held at the 
Hotel Prince George. George 
Kohlmeier was elected as vice- 
president, while secretary-treas- 
urer C. H. Tilson was reelected. 
New directors elected for two- 
year term are George Steets and 
J. M. Kohlmeier. 

Retiring president J. M. Kohl- 
meier conducted the meeting. 


ENGLEHARDTS ACQUIRE 
ULLMAN’S HARDWARE 


Mr. and Mrs. Englehardt have 
purchased J. Ullman’s Hardware 
Store, 280 Lyons Avenue, New- 


ark, N. J., which will be operated 
as Englehardt’s Hardware Store. 
Mr. Ullman will join his son :n 
his store in Elmora Avenue, Eliz- 


abeth, N, J. 


J. W. FOX HARDWARE 
CORP. IN NEW OFFICE 


The J. W. Fox Hardware 
Corp., manufacturers representa- 


tive, has moved from 202 East 
Forty-fourth Street, New York 


City to 210 East Fortieth Street, 
New York City. 
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Wiss Kitchen 
Shears No. 1KS 


Have bottle 
wrenches and _ ser- 
rated blade. Serrated 
blade is designed to 
prevent objects from slipping while being cut. Heavy nickeled 
blades are easy to keep clean. Inside the handles may be 
found an idea for unscrewing caps of sauce, ketchup and 
other bottles. For removing pressed-on caps, notch on out- 
side of smaller ring may be used. Shears may be used for 
heavy cutting and may be resharpened. List price, $1.25. 
J. Wiss & Sons Co., 33 Littleton Ave., Newark, N. J 


FOR REMOVING 
PRESSED-ON BOTTLE 
‘CAPS ~S 







SERRATED * BLADE 4 
PREVENTS SLIPPING FOR UNSCREWING 
@OTTLE CAPS 





McKinney Forged Iron Hardware Display Board 


An attractive display of their genuine forged iron for en- 
trance doors is offered by the McKinney Mfg. Co., Pitts- 
burgh, Pa., at prices that are the lowest at which the line 
before has been available. The display board, as illustrated, 
shows an entrance handle set with cylinder and three keys, 
one door knocker, two straps, and an electric push button. 

















The lock has a solid brass or glass knob with turn piece 
packed, in carton, in which the display board will be shipped. 
This hardware represents a former consumer value of $21.05, 
with a special consumer price. now offered of $13.75. Dealer 
cost on this set is $9. With an order for sets for stock no 
charge is made the dealer for the board or for mounting a 
set for display purposes. The price reduction on this line 
is being made to stimulate business. 








Heller R.V.P. Shams 


For use with Heller 4 
store equipment or al- © 
most any display table, 
stand or display ledge. 
First illustration shows 
the shams, the full width © 
of table. Holes spaced © 
regularly, permitting a 
great variety of com- 














partment sizes and 
shapes to be built up. 
Heller R.V.P. clip is in- 
serted in the hole and 
glass is placed in clip. 
Clip firmly grips the 
glass, without the use of 
grooves or slots. Second 
illustration shows some 
of compartment varia- 
tions obtainable with 
use of R.V.P. Shams. They are interchangeable from one 
table to another of the same width, and may be used for all 
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types of merchandise adaptable for display on tables. Shams 
are laid on table top and glass is placed in position. W. C. 
Heller & Co., Montpelier, Ohio. 





Dutox 


May be used as a dust or spray for control 
of beetles and leaf-eating insects on vege- 
tables, fruit, tobacco, etc. Recommended by 
The Grasselli Chemical Co., Inc., Cleveland, 
Ohio. for late applications with or without 
summer oils. Dutox (barium fluosilicate) 
is a non-arsenical product which the maker 
states will not injure plants nor impair soil fertility. In 1-lb. 
and 6-lb. bags. The company’s spray products folder con- 
tains a spray calendar and suggestions for control of insects 
and diseases common to fruits, vegetables, flowers, etc. 





Twelve-In-One Tool 











































Is a new tool INSIDE MEASURE ; 
with many uses by hoe eet 
machinists, mill- a 
wrights, carpen- Ho a eee 
ters, cabinetmak- +] MARKING 
ers, sheet-metal secures _ 
workers, etc. DEPTH GAUGE 
Weighs 3 oz. and 
may be folded to ===] TRI- SQUARE 
carry in the pock- T-SQUARE|, I 
et. May be used i > ANY ANGLE AT 
as tri-square, T- f AS? NQOI5 DEGREE 
square, inside i ANGLE \ 
measure, _exten- ‘ 
sion rule, miter, i 











bevel gage, depth 
gage, marking gage, compass, protractor, angle gage, one-foot 
rule and other purposes. All parts milled and machined; 
blades graduated to precision. Upper blade graduated to 
32ds, lower blade to 16ths. Rust-proof nickel silver model 
list $1.25. Brass model list $1. Hutchison Engineering Co.. 
11 South LaSalle Street, Chicago, Ill. 





The Wupee Worm Charmer 


Has special steel electrodes which are inserted into the 
ground, while one end is attached to an ordinary light socket. 
The Swartzbaugh Mfg. Co., Toledo, Ohio, guarantees that it 
will get worms of all kinds. Wupee, Sr., list $2, has two 
electrodes, insulated, with handles, 25, ft. of extension cord, 
4 ft. of spread cord, two electrician’s clip connectors, light 





socket and extension and separable plug-in connection. 
Wupee, Jr., list $1.25, is of same size, but with lighter exten- 
sion cord, but no light socket and connection. Units packed 
in individual cartons with instructions. 
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Donapson, La.: Where can we buy 
a stretcher and splicer tool which is 
marked “Patented September 15th, 
1914, N. & F. Whitesel’”?—Le Blanc’s 
Hardware Store. 

ANSWER: Whitesel Mfg. Co., 1433 
S. 13th St., Omaha, Neb. 

* *% * 

BurraLo, N. Y.: Where can good 
grade English teapots be purchased ?—- 
L. M. Dibble. 

ANSWER: Geo. H. Bowman Co.. 
Cleveland, O., and Edward B. Dickin- 
son, Inc., 49 W. 23 St., New York, 
he 


* * * 


New York, N. Y.: Who makes the 
Dunhill razor?—Oliver Bros. 

ANSWER: Dunhill Razor Co., 11 E. 
26th St., New York, N. Y. 

* *% * 

Exsiz, Micu.: Where can repairs for 
a C. D. Cummings stalk cutter be ob- 
tained ?—H. B. Crell. 

ANSWER: Southern Plow Co., Col- 
umbus, Ga. 

* * *% 

Dusugue, Ia.: Who distributes a 
utility household set of tools having a 
hollow handle for several different tools 
which is made in Germany by the 
Crown Cutlery Co.?—G. F. Kieih Sons. 

ANSWER: Manhattan Import Co., 
Inc., 122 5th Ave., New York, N. Y. 

* % *% 


Tuxepo Park, N. Y.: Who makes 
children’s sleighs constructed with a 
handle on the back and of the type 
largely used in New England?—Oram 
& Barnes, Inc. 

ANSWER: Pratt Mfg. Co., Cold- 
water, Mich., and Paris Mfg. Co., South 
Paris, Maine. 

* * * 

CatpweLL, N. J.: Where can we buy 
Chestnut picket fencing in rolls? This 
has the pickets wired together.—H. E. 
Schanz Co. 

ANSWER: Potash-Marl, Inc., 509 
Madison Ave., New York, N. Y. 

* & # 

Beprorb, Pa.: Provide names of sev- 
eral manufacturers making a cement- 
like material that is used in a gun and 
is shot around windows to make them 
airtight—Metzger Supply Co. 

ANSWER: This material is known 
as caulking compound. Vital Mfg. Co., 
7500 Quincy Ave., Cleveland, Ohio; 
Calbar Paint & Varnish Co., 2620 N. 
Martha St., Philadelphia, Pa., and 
Pecora Paint Co., Sedgley Ave. & 4th 
St., Philadelphia, Pa. 
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Information regarding 
sources of supply as pro- 
vided readers of Hardware 
Age by its Buyer’s Catalog 
Department is here pre- 
sented as an aid to others 
in the trade who may be 
seeking the same articles. 
The inquiries reproduced 
have been selected because 
of their general interest to 
hardware merchants and 
buyers. 


Dansury, Conn.: Who makes the 
Ecolite electric lantern?— Danbury 
Hardware Co. 

ANSWER: Economy Electric Lan- 
tern Co., 2568 Lincoln Ave., Chicago, 
Ill. 

*% *% * 

Manwanoy City, Pa.: Who makes the 
No-Nick line of glass ware?—H. J. 
Heiser & Co. 

ANSWER: Libbey Glass Co., P. O. 
Box, 919, Toledo, Ohio. 

Anacostia, D. C.: Furnish address 
of Adams & Westlake, makers of ships 
locks.—J. Frank Campbell. 





ANSWER: Adams & Westlake Co., 
319 W. Ontario St., Chicago, II. 


- +" = 


Brockton, Mass.: Where can we 
buy an alarm bell for a door which 
will ring incessantly when the door 
is opened and that is mechanically and 
not electrically operated? Also ad- 
vise where electric alarms working on 
the same, principle may be obtained—- 
A. I. Trask Co. 

ANSWER: (1) New Departure Mfg. 
Co., Bristol, Conn. (2) Stanley & 
Patterson, 150 Varick St., New York, 
ie 6 


> & ®@ 


Syracuse, N. Y.: Who makes the 
brass, double pointed tacks bearing 
numbers which are used for marking 
storm windows, window screens, etc., 
and are sold in season by leading chain 
stores?—New York State Retail Hard- 
ware Assn. 

ANSWER: Noesting Pin Ticket Co., 
Mount. Vernon, N. Y. 

* *& * 


CLEVELAND, O.: Who makes the 
Champion 12 gage shot gun?—A. W. 
Emerich. 

ANSWER: Iver Johnson Arms & 
Cycle Works, Fitchburg, Mass. 


* %* * 


CuLLMAN, ALA.: Provide names of 
several manufacturers who make small 
fountains or ornaments for gold fish 
pools.—C. A. Stiefelmeyer. 

ANSWER: Hans Jensen Mfg. Co., 
Inc., 2855 N. Rockwell St., Chicago, 
Ill.; Grassyfork Fisheries, Inc., 1200 
Peoples Bank Bldg., Indianapolis, Ind., 
and Wm. Tricker, Inc., Saddle River, 
N.-J- 


* * * 

PHOENIXVILLE, Pa.: Who makes the 
Aladdin coal oil vapor lamp?—Kein- 
ard Bros. 

ANSWER: Mantle Lamp Co. of 
America, Inc., 609 W. Lake St., Chi- 
cago, Ill. 

* * *% 

Anaconna, Mont.: Who makes a 
steel kitchen step-ladder stool?—J. P. 
Stagg Co. 

ANSWER: Harsten Mfg. Co., Gosh- 
en, Ind. 

* * * 

BERKELEY Sprincs, W. Va.: Where 
can repairs for Munson warm air fur- 
naces be secured?—W. Jack Hunter. 

ANSWER: Munson-McCairns Heater 
& Foundry Co., Connellsville, Pa. 
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| Utility Merchandising Was Chief 
Topie at 43rd Western Convention 


EADQUAR- 

TERS of 

the Western 
Retail Implement 
and Hardware As- 
sociation moved in- 
to Kansas City on 
Jan. 18 for the 43d 
annual session of 
the Association, 
which began in the 
Ararat Temple on 
the following morn- 
ing. All convention 
sessions were held 
in the Temple while 
the Western Hard- 
ware Show was 
staged in Conven- 
tion Hall. Head- 
quarters were established in the Balti- 
more Hotel. 

The Western hardware show, while 
not as large as in past years, made 
a good showing with about 75 manu- 
facturing and jobbing firms exhibit- 
ing. A model hardware store was a 
feature of the exhibit. 

The opening session on Tuesday 
featured an address by the president, 
Clayton Lehman of Newton, Kan.; the 
report of the secretary, Herbert J. 
Hodge of Abilene, Kan., and com- 
munity singing led by Fred L. Taylor 
of Lyons, Kan. Mr. Taylor also headed 
the association’s own quartette. 

The notable feature of this session 
was an address by Alexander Legge, 
president of the International Harvester 
Co. and ex-chairman of the Federal 
Farm Board. Mr. Legge’s subject was 
“The Future of the Farm Equipment 
Business.” 

Mr. Legge touched upon the depres- 
sion, pointing to the fact that there 
was a similar one in 1921 from which 
almost every one readily emerged ex- 
cept the farmer. “The farmer did not 
come out of the 1921 depression and 
consequently did not have quite so far 
to fall in this one,” said the speaker. 
“While I feel that good times are 
coming back, it is a certainty that good 
times will not come to us (meaning 
the implement industry) until they 
come back to the farmer. You can’t 
sell to people who have nothing with 
which to buy.” 

Hardware discussion swung into ac- 
tion on the second day of the con- 


vention with the address of J. F. Owens, 
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New President 





HERBERT J. HODGE 
Secretary 


president of the National Electric Light 
Association and president of the Okla- 
homa Gas and Electric Co., Oklahoma 
City. First the assembly listened to 
a report by J. F. Goodman of Kansas 
City, who is the chairman of the or- 
ganization’s trade relations committee. 
After Mr. Goodman’s report was read 
and adopted, Mr. Owens was _intro- 
duced and the discussion which many 
of the hardware men had come hun- 
dreds of miles to hear was launched. 

“Any one engaged in a line of busi- 
ness owes something to the other fellow 
engaged in the same or a similar line,” 
Mr. Owens began. He then proceeded 
to give his conception of the essential 
functions of power companies, and 
relative to appliance merchandising 
said: “I am told that utility companies 
have, in instances, used premiums, cut 
prices and unsound terms to take ad- 
vantage of dealers. Of course, such 
things are indefensible, and I believe 
that terms of sale in all cases should 
measure up to the standards indorsed 
by reputable merchants. 

“And in this connection, let me say 
that in all my experiences and in the 
places I have been if there has been 
an honest effort on the part of utility 
companies and dealers to get together, 
a way of doing so has always been 
found.” 

The speaker said there was no ques- 
tion in his mind that merchandising, 
generally, should be in the hands of 
merchants. However, he thought he 
was not sure that it would be safe, 
from the viewpoint of the public’s in- 
terest, for the electric utility companies 


CLAYTON LEHMAN 
Retiring President 


to release the busi- 
ness entirely to re- 
tail merchants. 

The next speaker 
on the utilities ques- 
tion was R. B. Aus- 
tin, president of the 
W. A. L. Thompson 
Hardware Co., To- 
peka, Kan. He said 
in part: 

“My hobby is 
fighting the utility 
companies and also 
the banks which 
are engaged in mer- 
chandising,” said 
the wholesale hard- 
ware _ executive. 
“Banks work hand 
in hand with utility companies in en- 
couraging the investment of money in 
stocks, and such money is used to buy 
merchandise to give away or sell on 
impossible terms to the detriment of 
the independent dealer and wholesaler 
who go it alone unprotected by any- 
body. 

“In those States where laws are 
passed prohibiting the utilities from 
selling merchandise, if the utilities wish 
to lend aid to the dealers in the way 
of educational work I think the dealers 
can with profit take advantage of any 
such efforts at real cooperation where 
competition is absent. 

“And now I am going to make a 
rather bold statement for a jobber to 
make, but I am going to say it. If you 
dealers had, in the beginning, used 
that thing we call group intelligence 
this situation with the utilities would 
probably not have arisen to plague us. 
It is time to make use of that group 
intelligence. If we can do it in work- 
ing with the utilities under a system 
that will leave the independent retail 
ers the vendors of the merchandise 
there is no question that the facilities 
of the utilities can be helpful.” 

E. B. Hauser, Kansas City, and head 
of the city’s Fair Merchandising 
League, told how the rates of the utili- 
ties were big enough to take care of 
the loss, and urged dealers to fight for 
anti-merchandising laws to a finish. 

Following Mr. Hauser’s talk, several 
members outlined their views on the 
same subject. 

At this time the president, Clayton 

(Continued on page 72) 
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Tex Henry 
Brown’s 
Personnel 
Problems 
Receive 
Attention at 
San Antonio 


HE Texas dealers returned to 

San Antonio for their annual 

convention after being absent 
from that city for 14 years. The theme 
of the convention was the “personnel 
problems” of Tex Henry Brown, with 
particular application to present-day 
conditions. 

J. H. Ewing, president of the asso- 
ciation, sounded the keynote of the con- 
vention, saying in part: “Your big prob- 
lem and my big problem is to care- 
fully and intelligently analyze our pos- 
sibilities and decide what can be done 
in our particular business to show a 
profit on our operations. Then we must 
fit our business program to the situa- 
tion. 

“One of the most serious problems 
confronting our nation, and likewise 
one of our problems, which should be 
of the greatest concern to every busi- 
ness man, is the tax problem. The 
cost of government is absorbing ap- 
proximately one-fifth of the nation’s 
income. The meeting of deficits is the 
big problem before our government at 
the present time. Business can exist 
only through its ability to produce in- 
come greater than expenditures. When 
your business faces a deficit, it must 
meet the situation by reducing costs.” 

During the past year the association 
has been very active in handling legis- 
lation matters for the protection of its 
members. At the last legislature a new 
law relative to the sale of pistols by 
dealers was put on the statute books 
of Texas and an old unfair pistol law 
was wiped out. This was accomplished 
through the fine cooperation of Henry 
A. Turner, a member of the legisla- 
ture, retail hardware dealer and a mem- 
ber of the board of directors of the as- 
sociation. 

Another matter which had been con- 
cerning vitally the dealers of Texas was 
the merchandising of appliances by the 
utilities. The association has been very 
active in working toward the elimina- 
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A. C. FOUDOUZE 
New President 


tion of this practice by the utilities. 
Much had been accomplished. This 
was discussed fully in one of the con- 
vention sessions, when A. C. Toudouze, 
vice-president of the association, and 
the newly elected president reported on 
the work his committee had accom- 
plished during the past year. Other 
speakers on the subject were N. H. 
King, president of the Associated Ap- 
pliance Dealers of Texas, an associa- 
tion with which the hardware associa- 
tion is affiliated, who reported on the 
work of that group. Then H. P. Sheets, 
managing director of the N. R. H. A., 
told of the work his association had 
done and what was being accomplished 
along this same line in various sec- 
tions of the United States. 

The question of sales of electric ap- 
pliances to farmers was brought to the 
attention of the convention by P. T. 
Montfort, of A. and M. College, who is 
in charge of research in the applica- 
tion of electricity to agriculture. 

Dr. A. B. Cox, director of the bureau 
of Research of the University of Texas, 
reviewed the world’s cotton situation. 
He traced the development of various 
cotton growing areas up to the pres- 
ent time, and pointed out that we had 
a very large supply of cotton on hand 
at the present time. He said we were 
in very fierce competition with other 
sections of the world.to see who would 
produce the world’s supply of cotton. 
The only solution to the problem was 
that we must produce the cotton 
cheaper than anybody else. To do this 
he said it was necessary to use fully 
modern farm machinery in the produc- 
tion of this crop. 

Jack Shelton, manager of the Lu- 
ling Farm, a practical farmer using 
power machinery to produce crops, 
substantiated Doctor Cox in his views. 
He felt, too, that this was the only 
way out. 

The question of present prices on 
farm machinery was thoroughly dis- 


J. H. EWING z 
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cussed by Finley P. Mount, represen- 
tative of National Association of Farm 
Equipment Manufacturers. Mr. Mount 
gave statistics to show that present 
prices of farm machinery was entirely 
in keeping with many other manufac- 
ture products that the farmer pur- 
chases. 

H. P. Sheets, managing director of 
the National Retail Hardware Associa- 
tion, discussed the Buyer and His Job. 
He said he could not think of the buyer 
without associating it with selling and 
the purchaser. He analyzed the buy- 
ing problem under four fundamental 
heads: Knowledge of the right mer- 
chandise, buying in right quantities, 
buying at the right time, and knowl- 
edge of prices which others were sell- 
ing at and at which the goods would 
move. 

E. B. Gallaher talked on the Mana- 
ger and His Job. He reviewed the 
fundamentals of good managerial qual- 
ities for Tex Henry Brown to possess. 
The present situation, he said, possesses 
the lowest product price in 24 years. 
He asserted that these low prices were 
not reflected in the price the consumer 
was buying. As a result of this the 
consumer was still waiting for prices 
to get right. He assured his audience 
that goods could be moved if the right 
prices were given because there was 
plenty of money in the country avail- 
able for buying. 

J. D. Martin, of Bryan, Tex., talked 
on the Outside Salesman and His Job. 
He asserted that each dealer should 
make a survey of his trade territory 
and know every family in his trade ter- 
ritory. 

Herman Ochs, president of Wolff & 
Marx Company,’ San Antonio, talked 
on the Human Element in Business. 
Even though we live in a machine age, 
he said, after all, the human element is 
the paramount thing in business. 

The entertainment of the convention 
was of its usual high order and given 
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i THE ( ONLY SHOT THAT COUNTS IS THE SHOT THAT HITS L_4 





SHALL WE ALWAYS GIVE THE CUSTOMER 
WHAT HE WANTS 
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Most kitchen knives are No place for germs in 
germ carriers—not fit the Remington Klean- 
for the preparation of blade knife with a one- 
food. piece bakelite handle. 


“Give the customer what he wants,” has become a catch phrase among retail salesmen. This phrase was originally 
coined to combat the evils of substitution. It meant that when a customer asks for a standard brand, it is bad business 
to try to sell him something else that is “just as good.” That irritates customers and in the long run it loses sales. 

As with many phrases that we hear often repeated, the meaning of, “Give the customer what he wants,” has 
become twisted in the minds of some of us. Instead of taking it merely as a warning against selling the customer some- 
thing that is not as good or as well known as what he asks for, some salesmen use it as an excuse for laziness—for 
acting like vending machines. 

It was never intended to stop you from explaining the merits of something better than what is asked for. You 
can’t do a better turn for the customer, yourself, and your store than by switching a sale from a cheap article to a 
really good one. 

Nowhere do you have more opportunity to do this than in the sale of cutlery. Suppose the customer asks for 
a cheap household knife. Show a Remington Kleanblade with a one-piece bakelite handle. Point out that there 
are no seams in the handle where dirt and germs can collect. Exhibit an old knife with a seam around the handle 
and pick dirt out of the cracks with a pin. Explain the danger of germs 
and bacteria in connection with the preparation of food. H( ; 22g 

The customer will gladly pay the slight extra cost of the Remington x ° 
knife and will thank you for your sound advice. President 


REMINGTON ARMS COMPANY, Inc. 
Originators of Kleanbore Ammunition 
25 Broadway, New York City Telephone, Digby 4-2300 


Manufacturers of Arms, Ammunition and Cutlery 
© 1932 R. A. Co. 





The Greatest Value Ever Offered—The Remington Standard American Dollar Pocket Knife 
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by the Texas Hardware Jobbers Asso- 
ciation, the Dallas Hardware and Im- 
plement Club, and the San Antonio 
Hardware and Implement Dealers, Job- 
bers and Manufacturers. Mexican type 
of menu and entertainment prevailed 
at the banquet. 

The following officers were elected 
for the coming year: A. C. Toudouze, 
San Antonio, president; Walter Henna, 
Round Rock, vice-president; Dan 


Scoates, College Station, secretary- 
treasurer. The directors are as follows: 
George D. McCormick, Midland; W. 
C. Timberlake, Texarkana; Kent S. 
Manning, Harlingen; Paul Sherrod, 
Lubbock; Lee Watson, Brownwood; 
H. A. Turner, Madisonville; Clyde 
Tomlinson, Hillsboro; M. S. Henry, 
Crowell, and A. B. Mayhew, Uvalde. 
The place of meeting for next year was 
not announced. 





Mountain States 30th Convention Dealt 
With Unfair Trade Practices 


NFAIR trade practices 
| received determined at- 

tention at the thirtieth 
annual convention of the 
Mountain States Hardware 
and Implement Association, 
Denver, Jan. 18-20, when a 
strong committee was appoint- 
ed to work with the board of 
directors on legislation pro- 
hibiting merchandising b y 
utilities, and the Association 
voted to protest against pur- 
chases at wholesale prices by 
government employees on cash 
orders. 

With a good attendance, the 
convention was featured on 
the one side by the unusual 
attention which trade prac- 
tices received, and on another side by 
the number of special events which 
aroused great interest. John W. Val- 
entine; of Boulder, spoke over KOA 
Monday afternoon on “The Sunny Side 
of Business.” He was introduced by 
Acting-President Karl W. Farr. 

University of Colorado student-play- 
ers presented a two-act playlet, “Let 
’er Go!” The first scene depicted an 
old-time hardware store, in charge of 
an old-time merchant. The second act 
portrayed a modern store, with sales- 
manship and modern equipment used. 

Ted Harding, Harding Hardware 
Co., Canon. City, gave a demonstra- 
tion of range salesmanship which will 
be long remembered by those witness- 
ing it. 

Karl W. Farr, Greeley, Colo., opened 
the convention with a brief address, 
“The Road to Profits.” 

Dean R. Kendall, La Junta Hard- 
ware Co.. La Junta, Colo., in a pre- 
pared twenty-minute address, put the 
case against the utilities before the con- 
vention in a masterly fashion. The 
speaker covered the whole field of trade 
practices of public utilities. 

Dealers representing cities of the en- 
tire State emphasized the necessity of 
instituting corrective measures. Mark 
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JOHN T. BARTLETT 


Treas, 


Schmidt of Grand Junction made an 
especially fine talk. The discussion 
concluded with unanimous passage of 
the following resolution offered by O. 
L. Schumann, York Hardware Co., 
Denver: 

“Resolved, That the Chair appoint a 
committee, with power to act, to co- 
operate with the board of directors of 
the Mountain States Hardware and Im- 
plement Association, and the Hardware 
Dealers Protective Association of Col- 
orado, in relation to legislation pro- 
hibiting merchandising by public util- 
ities.” 

John Martindale, of the Van Camp 
Hardware Co., Indianapolis, was loud- 
ly applauded as he told of coopera- 
tive work done by his house for hard 
ware dealers. His own house serving 
7000 retailers in five States “couldn’t 
get along without business control,” he 
declared. Business control and coop- 
erative work with retailers, he said, 
largely explained why the company 
made a nice profit in 1931. 

The convention passed unanimously 
a resolution addressed to several Fed- 
eral government departments in Den- 
ver, protesting against the practice of 
issuing cash purchase orders used by 
employees in obtaining discounts from 





wholesale houses. The resolution was 
directed sent to the latter also. 

J. H. Schroeder, 1930 president of 
the association, talked on “Refueling 
—Buying Policies and Methods Which 
Contribute To Merchandising Success.” 
Mr. Schroeder, known as “Dick” to an 
army of friends in the trade, gave one 
of his characteristic constructive ad- 
dresses. 

One of the points made by Dr. Don 
C. Sowers, head of the Department of 
Business and Governmental Research, 
University of Colorado, using the Hard- 
ware Store Survey of 1930 as a basis, 
was that profit was not a product of 
volume, since stores with large and 
small sales were found to show it. It 
was a product of control, to be achieved. 
by the individual merchant. Charles 
Rovetta, an assistant of Doctor Sowers, 
gave an excellent exposition of the 
methods of accounting in business. 

P. L. Galvin, of Western Secret Ser- 
vice, told the dealers that losses by em- 
ployee dishonesty were far higher than 
commonly supposed, and in 1932, when 
every leak should be stopped, no dealer 
could afford not‘to take precautions. 

Miss Esther Pound, Home Manage- 
ment Specialist of the University of 
Wyoming, told the convention how she 
worked with’ housewives in the rural 
communities, and of how hardware 
dealers could work with extension spe- 
cialists in sales promotion. 

G. E. Broyles, of the C. F. Woolley 
Advertising Agency, Denver, gave a 
practical talk on, “The Hardware 
Dealers’ Newspaper Advertising.” 

The subject of sales occupied the 
convention sessions the second day. W. 
B. Allen, former president, National 
Retail Hardware Association, intro- 
duced the morning session with, “The 
Sales Problem of 1932.” 

Ned R. Brown, Burlington, Colo., 
said the hardware dealer should take 
up more new lines—in them was his 
future success; however, just buying 
and putting on shelves wouldn’t do. The 
hardware merchant must sell them. 

O. L. Schumann, York Hardware 
Co., Denver, Colo., talked on the topic, 
“Window Displays Which Sell,” and 
made a number of valuable points. 

V. L. Erickson, Geo. Mayer Hard- 
ware Co., Denver., on, “Training the 
Sales Force,” declared his belief that 
the most important art to be taught is 
that of seeing and appreciating sales 
opportunities.” 

W. W. McAllister, for many years 
secretary of the association and now a 
director, spoke on, “Sales Costs Must 
Come Down.” 

In a forum discussion, “Successful 
Merchandising Methods,” J. Ferguson, 
Loveland, Colo., told of plans with 
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UNION HARDWARE HACK SAW FRAMES 


In these days of tool buying economy 
there is a growing demand for dependa- 
ble Hack Saw Frames that dealers can 
retail profitably to mechanics and home 
tool users at money-saving prices. 


Union Hardware Hack Saw Frames are 
that kind. They are simplified in their 
construction which affects real savings in 


Economical to use, because they hold 
blades rigidly and securely at the proper 
tension which reduces blade breakage to 
a minimum and saves money for cus- 
tomers. 


Obtainable in six different patterns with 
nut wing or screw handle adjustment for 
tightening the blade. Packaged individu- 
ally in a cardboard box, with or without 


No. 2115 Adjustable Frame for 





blade as ordered. 


manufacturing cost. 
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SILVER LAKE 


SASH CORD in 
TUBEHANKS & SELF-DISPLAY CARTON 


NOW the foremost sash cord offers outstanding sales-clinching fea- 
tures. New Tubehanks eliminate all spiral snarls . . . new telescope, 
self-display carton stimulates sales. Write for details of this BIG idea. 


SILVER LAKE COMPANY... . NEWTONVILLE, MASS. 
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paint, and E. P. Hering, McArthur 
Hardware Co., Greeley, Colo., told of 
policies and methods which had made 
sporting goods a leading line in his 
store. Mark Schmidt, Grand Junction, 
Colo., told of merchandising plans 
which had boosted housefurnishing 
sales. 

“Remodelling Costs in 1932” were 
discussed by S. N. McCarthy, Love- 
land Hardware Co., Loveland, Colo. 
Photostat enlargements showing the 
McAllister Hardware Co. at Boulder 
before and after remodelling were 
shown by W. W. McAllister. Mr. Mc- 
Allister declared that selling costs in 
the new store were far below those in 
the old. 

W. B. Allen, former president, Na- 
tional Retail Hardware Association, 
Palo Alto, Cal., summed up the hard- 
ware sessions with an address, “The 
Man Behind the Wheel.” 


N. G. Bender, president, National 
Federation of Implement Dealers’ As- 
sociations, was the featured speaker 
on Implement Day. He covered the 
situation the implement dealer con- 
fronts in 1932 from every angle and 
told of cooperative effort of the Na- 
tional Federation which had worked 
out many problems and was dealing 
with others. 

William Hill, Standard Mercantile 
Co., Fort Collins, Colo., discussed the 
price of implements; Mr. Hewlett, C. 
O. Johnson, Denver, explained, “Office 
Records Which Help to Build Profits.” 
R. S. Kieley, Longmont, Colo., county 
agent, talking on 4-H Club work. 

Resolutions were brought in and 
passed unanimously favoring retail 
prices in manufacturers’ advertising; 
expressing disappointment that the 
prices of farm equipment had not been 
reduced; supporting the Capper-Kelly 





bill; opposing a sales tax; favoring 
local clubs; requesting more stringent 
bankruptcy laws; condemning conces- 
sions to farm corporations; calling on 
manufacturers to readjust overcrowded 
territories; supporting state and coun- 
ty fairs; recommending a cash policy 
for repairs and twine; condemning 
manufacturers’ retail stores. 

Karl W. Farr, Greeley, Colo., was 
elected President for 1932. George O. 
Roberts, Clovis, N. M., was chosen 
Vice-President for that State, and E. 
J. Sinn, Kibben Hardware Co., Sheri- 
dan, Wyo., Vice-President for Wyo- 
ming. New directors chosen were: 
Dean R. Kendall, La Junta, Colo., and 
Fred Clark, Jackson Hardware Co., 
Durango, Colo.; John T. Bartlett, Boul- 
der, Colo., was reappointed Secretary- 
Treasurer. 


Howell Made Principal Address at 32nd Kentucky 
Convention 


ESSION themes at the three-day 

convention of the Kentucky Hard- 

ware and Implement Association 
were “Free Wheeling.” “Safety First,” 
and “Stepping on the Gas.” The 32nd 
annual meeting of the association was 
held in the Seelbach Hotel, Louisville, 
Ky., Jan. 19-21 inclusive. Terms bor- 
rowed from the automotive field were 
likewise employed as subject matter 
because, as association officials pointed 
out, the automobile industry’s mer- 
chandising program to meet changed 
conditions seems to be the most pro- 
gressive and effective in the entire field 
of selling at the present time. 

The principal address of the con- 
vention was that of Thomas B. Howell, 
Richmond, Va., president of the Na- 
tional Retail Hardware Association, 
whose subject was “The Man Behind 
the Wheel.” Every hardware dealer 
present, Mr. Howell said, might be- 
come a master merchant by applying 
the lessons learned at the convention 
and by cooperating closely with the 
recommendations of both State and 
national organizations. “The buying 
public is not hardware-minded,” the 
speaker said, “largely because of im- 
proper sales effort, including lack of 
planning, modern equipment and ag- 
gressiveness.” Dealers should buy 
goods at right prices suitable to their 
respective communities, he said. Hard- 
ware merchants must take the guess 
out of their business, pattern selling 
methods after some of the successful 
chains and make windows and stores 
attractive to buyers. 
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Mr. Howell deplored the maladjust- 
ment in trade economics that involved 
a necessity on the part of manufac- 
turers and jobbers to make price con- 
cessions in order to move goods, but 
since it is a condition and not a theory, 
he urged retail dealers to take full 
advantage of the opportunity to buy 
such items as will appeal to buyers 
and recognized by dealers as goods 
representing “value with price at a 
profit.” 

In his own business, Mr. Howell said, 
he has been undertaking to turn the 
minds of the buying public back to 
the hardware store by convincing them 
that the hardware store is the place 
to buy hardware and kindred lines be- 
cause it is the store best equipped 
to merchandise such items, and then 
inducing them to come into his store 
on the basis of value and price. Some 


G. W. SKIDMORE 
Retiring Pres. 


jJ. M. STONE 
Secretary 
of the items bought in huge quantities 
and moved promptly, he said, included 
sweat shirts, footballs, golf balls, skil- 
lets, fryers, roasters, electric toasters, 
bird cages, and flashlights. 

“In spite of conditions as we find 
them,” Mr. Howell said, “the retail 
dealer who conducts his business prop- 
erly—taking the guess out of merchan- 
dising and accounting—employs initia- 
tive, courage, brains and ability will 
survive.” 

Irwin E. Douglas, Indianapolis, 
member of the accounting staff of the 
national association, discussed “Watch- 
ing the Instrument Board.” He advised 
dealers to watch closely the gages of 
their business, similarly as the motor- 
ist, bent on a smooth journey, watches 
his gas, oil and speedometer. “Watch 
your store’s gas (meaning purchases)” 
Mr. Douglas said. “Watch your oil 
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Where Architect, Builder, and Owner Agree... 


SARGENT HARDWARE 


TALK Sargent to your customer, whether 
he plans or builds, and you speak his 
language. Carry Sargent products, and 
you have his confidence. This year, par- 
ticularly, when competition is pressing, 
Sargent will help you get your share of 
spring business. Samples of this high- 
quality hardware on your display-boards 
will lead to regular sales .. . for these 
outstanding reasons: 


Completeness of line. The Sargent line 
is complete for every hardware need. 
Your customer can order all his hard- 
ware right from your display-boards, 
thereby saving time and buying-effort. 


Broad choice of design. Sargent offers 
a wide range of appropriate patterns for 
every type of building. Thus you can 
show your customer correct hardware to 
carry out all his plans. 


Durability. The beauty of Sargent 
Hardware in solid brass or bronze also 
reflects highest quality. Excellent ma- 
terials and skilled craftsmanship fit every 
item for lasting use. 


Forceful advertising. For years Sar- 
gent has been an intelligent advertiser. 
Constant campaigns have impressed 
architect, builder, and owner with the 
true economy of buying the finest hard- 
ware. Every advertisement has helped 
you by strengthening the faith in 
Sargent products, 


Consider these facts when you do your 
spring buying; your customers will. Pre- 
pare now to give them what they'll be 
looking for — Sargent Hardware. Sar- 
gent & Co., New Haven, Conn.; New York; 
Chicago. Belleville-Sargent & Co., Ltd., 
Belleville, Ontario, Canada. 
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ings shown below, Sar- 
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rect design was used 
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(expenses) and keep an eye on the 
speedometer (sales). These gages 
should tell you something every day. 
They tell the motorist what he wants 
to know, and if there is anything 
wrong he stops. Maybe there is some- 
thing wrong in your store. If it’s 
an unprofitable line, get rid of it. 
If your store needs rearranging, don’t 
hesitate. Remember that the survival 
and revival of American business is 
being accomplished by those firms who 
are paying most attention to the ad- 
ministrative features of their business, 
and hand-in-hand with that good prac- 
tice you are likely to discover such old- 
fashioned virtues as honesty, industry 
and thrift. Add to these things mod- 
ern planning and selling, and success 
becomes inevitable.” 

Cecil Miles, Corydon, Ind., brought 
greetings from the Indiana Retail 
Hardware Dealers Association. He ad- 
vised dealers to get on the other side 
of the street occasionally and “look 
your store in the face.” He urged 
intensive study of trade territory, the 
selection of nationally advertised lines 
offering the best margins of profit. 
Intelligent use of national association 


West Virginia Convention Among 


HE convention of the West Vir- 
ginia Hardware Association, held 
at Clarksburg, Jan. 19-20, ranked 
among the best in the history of the 
Association. The attendance was above 
par and the interest manifested 
throughout the sessions was keen and 
sustatined. There was no exhibit, and 
all sessions were held in the Waldo 
Hotel with President A. G. Shannon 
presiding. 

The program was along the general 
line in use at the State convention this 
season, and the subjects were for the 
most part handled by the membership 
or others closely associated with the 
hardware industry. 

The opening session started with the 
address of President Shannon, a mas- 
terly talk on conditions as he sees 
them, and the obstacles along the road 
to profits. He was followed by D. B. 
Williams of the Williams Hardware 
Co., Clarksburg, whose subject was 
“The Road Ahead.” A general dis- 
cussion followed, lasting until the ad- 
journment for lunch. 

The afternoon session opened 
promptly, the first business being the 
report of the able secretary-treasurer, 
H. B. Clower, Oak Hill, W. Va. Secre- 
tary Clower also talked on the subject, 
“What I Expect My State Association 
to Do for Me.” The theme of this session 
was Safety First, and the address by 
Lewis Herndon, Belknap Hardware & 
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community survey cards would provide 
in practically every community an un- 
dreamed of market for such items as 
power washers, rangés, oil heaters, 
kitchen cabinets and radios. 

“Color, life and action” in both 
window and store displays were urged 
by H. E. Pease, Chicago, representa- 
tive of the Standard Show Card Service. 
“The poorest advertising job of any 
retailer today is that of the hardware 
merchant,” Pease asserted. He thought 
the value of newspaper advertising 
for the hardware dealer was _ over- 
rated and that hardware dealers had 
been “sold and oversold” on this form 
of publicity. Never spend over 50 
per cent of your appropriation for this 
type of advertising, he said. Frequent 
changes of window displays were 
recommended. Talking price cards. 
too. He also urged seasonal displays. 

Other addresses were those made by 
the retiring president, George W. Skid- 
more, Elizabethtown; Robert Frey, 
Ottawa, Ohio; Veach C. Redd, Cyn- 
thiana, Ky.: J. M. Williams, Beaver 
Dam; C. H. Jett, Richmond, Ky., and 
Stanley M. Sellars, Lebanon, Ohio. 

The convention adopted resolutions 
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Mfg. Co., on the subject, “A Handy 
Road Map,” was filled with wholesome 
advice along the lines of sane conduct 
of business affairs. 

Two other addresses followed, one by 
V. O. Hall, Clarksburg, entitled, “Re- 
fueling,” “Mileage,” and the other by 
E. P. Pryor, Huntington, on “Service 
Stations.” Both were excellent and to 
the point. The session closed with the 
usual discussion from the floor. 

At 7.30 that evening the delegates re- 
assembled for a unique and enjoyable 
program given under the auspices of 
the Williams Hardware Co. A fine 
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vigorously opposing the proposed 2 per 
cent tax on gross sales of all retailers 
in Kentucky; urging the Governor and 
Attorney General to prosecute the ap- 
peal of the association for elimination 
of the 40 per cent differential in freight 


rates on hardware items prevailing 
from points north as against the higher 
rate applying to intrastate shipments; 
and inviting the National Retail Hard- 
ware Association to hold its national 
convention in Louisville in 1933. 

W. T. Curtis, Burkesville, first vice- 
president of the State Association, was 
elevated to the presidency. He is a 
member of the firm of Curtis & Mc- 
Comas, (Dix McComas), established in 
May, 1919, dnd handling a general line 
of hardware and farm implements. 
W. B. Fugate, second vice-president, 
was made first vice-president. Mr. 
Fugate hails from Middlesboro. R. 
Risk Arnold, Falmouth, member of the 
executive committee, becomes second 
vice-president. Carl Young, Louisville, 
and A. B. Rumley, Midway, were 
elected members of the executive com- 
mittee. J. M. Williams, Beaver Dam, 
is the holdover member. 


Best In History 








H. B. CLOWER 
Sec.-Treas. 


musical program was rendered, fol- 
lowed by a playlet in which the actors 
were drafted from the Williams staff. 

The second day’s opening session 
took the theme, “Stepping on the Gas,” 
and the first speaker was C. M. Talk- 
ington, of the George Worthington Co., 
Cleveland, Ohio. His subject was 
“Hitting on all Eight,” and covered a 
wide range of essentials in modern 
merchandising. Following him were 
two addresses by association members. 
Lawrence Freeman, of Sutton, spoke 
on “The Back Seat Driver,” while R. 
F. Cox, of Fairmont, took the subject, 
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52 of the leading State farm 
papers, Livestock and Agricul- 
tural College publications are run- 
ning RED BRAND Contest ads. 
Practically every one of your local farm- 
ers read some good farm paper and will 
know about the Contest and RED BRAND 
Fence. These started January 1st and will con- 
tinue to appear regularly into the late Spring. 
Even larger sized ads, full half-pages in 2 colors, 
are broadcasting 85 Cash Awards. Every mail 
brings more and more requests from farmers 
for Contest information. 


In addition to the farm paper campaign, an effective 
direct-mail plan is in operation. Then, too, window 
posters, folders, Contest blanks, newspaper electros, 
“locals,” etc., all combine to present the RED BRAND Cash 
Awards Contest in an interesting and impressive way. 


Take full advantage of the possibilities of this plan— 
identify your store as local headquarters for the Contest. 
If you are located where we have no RED BRAND 
dealer, write for complete details. We believe you can 
sell far more of this fabric—first, because it’s guaranteed 
to outlast any other farm fence. Secondly, because the 
impressive advertising campaign behind RED BRAND 
will help sell it for you. 
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Dietz Lanterns 
are among the best- 


selling protit-makers 
in housewares: - - 


The year-round profit from steady sales is 


. the profit that COUNTS. 


Dietz Lanterns rank among the best selling 


~ staples and profit makers in Housewares. 


‘Sure turnover from unfailing demand— 


pleased customers — inventory without 
markdowns—these also are factors that 
profitably suggest the carrying of full stock 
in Dietz Lanterns. 


R. E. DIETZ COMPANY 
NEW YORK 


Largest Makers of Lanterns in the World— 
Founded 1840, Output Distributed Through 
the Jobbing Trade Only. We Do Not Sell 

Mail Order Houses and Chain Stores. 
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“The Chauffeur.” The closing address, 
Reading the Road Signs,” was very 
ably handled by Forest Needles, of the 
W. Bingham Co., Cleveland. 

The feature of the final session was 
the address of Harold Kane, of Weston, 
and the discussion which followed on 
the subject “Public Utility Competition 
or Cooperation.” Mr. Kane advanced 
many sound reasons for his stand that 
the Utilities should not engage in mer- 
chandising. The consensus of opinion 
on the subject was reflected in the 
following resolution which was adopted 
at this session: 


“RESOLVED, that it is the sense of 


this convention that we are opposed 
to the sale of appliances by the Public 
Service Corporations of this State as 
being an unfair practice under existing 
conditions.” 

Other speakers were A. E. Dann of 
Elkins, who talked on “Oiling System,” 
and Fred Reed, of Huntington, whose 
subject was “Upholstering.” The ses- 
sion was summarized by Rivers Peter- 
son, editor of Hardware Retailer, in 
an address entitled, “The Man Behind 
the Wheel.” 

In the election which followed, E. B. 
Pryor, Huntington, was chosen presi- 


dent, and Harold Kane, Weston, vice- 
president. H. B. Clower, Oakhill, was 
reelected secretary-treasurer. 

The convention closed with the an- 
nual banquet for all members and 
ladies, in the ballroom of the Waldo. 
Llew S. Soule, editor of Harpware AcE, 
was the only speaker, being introduced 
by the toastmaster, Prof. J. A. Jackson, 
Clarksburg. Mr. Soule’s address dealt 
with the Human Equation in the Profit 
Problem, and was illustrated with 
numerous incidents encountered in 
actual visits to retail stores throughout 
the United States. 





Wilder’s Half 
Sole Display 

For display of one dozen pairs of 
Wilder’s Lion Brand men’s half soles. 
Available for display of soles listing 
per pair as follows: 10c., 15c., 20c., 
30c., 35c. and 50c. Wilder & Co., 
1038 Crosby St., Chicago, Ill. 


Kautenberg Electric 
Vapor Heater 


Portable; operates from 
light socket. Heater humidi- 
fies air. Pan deflects heated 
air through openings of grill. 
Size 13 x 16x 9 in. Frame 
and cover, furniture steel; 
water pan, galvanized steel. 
Standard finish, gray lac- 
quer; other finishes at extra 
cost. Shipping weight, 1214 
lb. Suggested retail prices: 

Standard gray, $8 each; other solid colors, $9; wood grained 
finishes, $10 each. Dealer cost respectively, $4.50, $5 and 
$6.50. W. E. Kautenberg Co., Inc., Freeport, Ill. 


Horton Pioneer 
Electric Washer 
Chamberlain 
style wringer, 
white __ rolls, 


1, Has 
new 
2-in. 
standard Horton 


wringer gear box, 
dome style lid with 
rubber band, full 
porcelain tub, 23-in. 
diameter, 14 in. deep 
with no bolts and 
four wing aluminum 
agitator. Other fea- 
tures: screw plug 
drain faucet, 14-hp. 
motor, sealed mecha- 
nism gear box, slid- 
ing outside agitator 
control, clamp sup- 
port for tub, pressed 
steel legs and braced 


2-in. casters. Dark brown tub with chocolate brown rim. 
Weight, 187 lb. List $59.50, slightly higher east and west. 
Horton Mfg. Co., Ft. Wayne, Ind. 





No. 1100 Everedy = 





Screen Door Closer =——— 
Has brass cylinder, 

finished in _ clear 

lacquer, with brack- 

ets and piston rod 

of cadmium plated 

steel. Operated by powerful expanding spring, fully en- 

closed in cylinder. For use on inside or outside of right-hand 

or left-hand doors. Closing speed adjusted by thumb screw. 

Bend in piston rod permits door to open wide. Model 1110, 

with straight piston rod, is offered for use in close quarters 

when space between screen door and house is very narrow. 

May be used even when space is as little as 144 in. between 

screen door and house. List 79c., slightly higher in West and 

Canada. The Everedy Co., Frederick, Md. 








Handy Service 
Bridge Trays 


Offered in sets of 
four, each in a dif- 
ferent color, providing 
an individual service 
for each guest. Trays 
designed to form per- 
fect square that will 
fit top of any ordinary 
card table. Made of 
steel with high gloss 
backed enamel finish. 
Colors in each set: 
green, ivory, orchid 
and blue. Sets boxed 
Stock No. 315. List 
$2.00 per set. Dealer cost, $15.00 
per doz. sets. The Pressed Metal 
Products Co., 6925 Colfax Rd., Cleve- 
land, Ohio. 
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Follows Hardware 
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HEREVER hardware goes, Hardware Age 


is sure to follow. 








Hardware is sold everywhere—Hardware Age is 


read everywhere. 
Each issue contains sound merchandising ideas— 


ideas that move merchandise. 
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Looking for a way to restore those faded profits 
of previous years? 
new profit opportunity opened up by the rental 
of the Dreadnaught 6 to home owners, decorat- 
ors, contractors and builders. A clear profit of $5 
to $6 a day is being shown by dealers offering 
Dreadnaught 6 rental service. Step up sales of 
floor finishes and materials to customers 
you’d never get. Ask us about the attrac- 
tive DOUBLE-EDGED INCOME build 
around this spectacular portable dustless 
sander that has stolen a march on the 
floor sanding machine industry. Mail 
coupon below for all the facts! 















._ CheNew- ,, 
DREADNAUGHT 6 


PORTABLE DUSTLESS SANDER 
The Result of 16 Yearsof 
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Then look into the great, | é : 
secretary, 1112 Capital Bank Tower, Lansing. 








Convention Calendar 


CaALirorNIA Retail HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION AND Exuisition, Sacramento Memorial 
Auditorium, Sacramento, Feb. 9, 10, 11, 1932. LeRoy Smith, 
secretary, 112 Market St., San Francisco. 


Connecticut Harpware AssociaTION CoNnvENTION, Hotel 
Bond, Hartford, Feb. 17, 18, 1932. Charles R. Freeman, sec- 


retary, Branford. 


HarpwarE ASSOCIATION OF THE CAROLINAS CONVENTION, 
Columbia, S. C., June 7, 8, 9, 1932. Headquarters, Jefferson 
Hotel. Arthur R. Craig, secretary, 804-806 Commercial Bank 
Bldg., Charlotte, N. C. 


Iowa Retait HarpwareE AsSOcIATION CONVENTION AND 
ExuiBiTIon, Des Moines, Feb. 9, 16, 11, 12, 1932. Convention 
sessions will be held at the Hotel Savery, and the hardware 
exhibit at the Des Moines Coliseum. Philip R. Jacobson, sec- 
retary, Iowa Hardware Building, Mason City. 


Micuican Retait HarpwWARE ASSOCIATION CONVENTION AND 
Exursition, Detroit, Feb. 9, 10, 11, 12, 1932. Harold Bervig, 


Missourt Reta. Harpware ASsociaTION CONVENTION AND 
Exuipition, New Hotel Jefferson, St. Louis, Feb. 16, 17, 18, 
1932. F. X. Becherer, secretary, 5106 North Broadway, St. 


Louis. 


Montana IMPLEMENT AND HarpwarE AssociATION Con- 
VENTION, Billings, Feb. 11, 12, 13, 1932. A.C. Talmage, sec- 
retary-treasurer, Bozeman. 


NesraSKA RetaiL HarDWARE ASSOCIATION CONVENTION 
AND ExHtBiTion, Omaha, Feb. 2, 3, 4, 5, 1932. Exhibition 
will be held at Omaha Auditorium. Headquarters, Paxton 
Hotel. George H. Dietz, secretary, 414-419 Little Bldg., 


Lincoln. 


New Encrianp Reta. HAarpwareE DEALERS ASSOCIATION 
CONVENTION AND Exuisrrion, Mechanics Building, Boston, 
March 2, 3, 4, 1932. Convention, Paul Revere Hall; Exhi- 
bition, Machinery Hall. Headquarters, Hotel Statler, George 
A. Fiel, secretary, 140 Federal St., Room 225, Boston, Mass. 


New York State HARDWARE ASSOCIATION CONVENTION 
AND Exposition, Feb. 2, 3, 4, 5, 1932. Exposition will be 
held at Madison Square Garden, New York City; headquar- 
ters, Hotel Edison, Forty-seventh Street, west of Broadway. 
J. B. Foley, secretary-manager, 510 Hills Bldg., Syracuse. 


Nortu Dakota Retait HARDWARE ASSOCIATION CONVEN- 
TION AND ExuHIBITION, Fargo, Feb. 10, 11, 12, 1932. C. N. 
Barnes, secretary, Grand Forks. 


Ou1o Harpware AssociATION CONVENTION AND ExHIBI- 
TION, Columbus, Ohio, Feb. 16, 17, 18, 19, 1932. Headquar- 
ters and meetings at the Deshler-Wallick Hotel. Exhibit will 
be held on the main floor of the New Auditorium. James B. 
Carson, secretary-manager, 708 Winters Bank Bldg., Dayton. 


PANHANDLE HARDWARE AND IMPLEMENT ASSOCIATION Con- 
VENTION, Amarillo, Tex., April 18, 19, 20, 1932. C. L. 
Thompson, secretary, Canyon, Tex. 
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PENNSYLVANIA AND ATLANTIC SEABOARD HarpwarE Asso- 
ciation, Inc., Convention, Philadelphia, Commercial Mu- 
seum, Philadelphia, Feb. 9, 10, 11, 12, 1932. W. Glenn 
Pearce, managing director, Wesley Bldg., Philadelphia. 


SouTHERN CALirorNiIA Reta. Harpware ASSOCIATION 
CONVENTION, in conjunction with a Modern Home Show, 
Ambassador Auditorium, Los Angeles, Feb. 16, 17, 18, 19, 20, 
1932. J. V. Guilfoyle, secretary, 230 Chamber of Commerce 
Bldg., Los Angeles. 


Dixrz Harpware & IMPLEMENT CONVENTION AND Exposl- 
TION, to be held jointly by the Southeastern Retail Hardware 
& Implement Association, composed of Alabama, Fhorida, 
Georgia and Tennessee; Mississippi Retail Hardware and 
Implement Association and Arkansas Retail Hardware Asso- 
ciation, Memphis, Tenn., April 26, 27, 28, 1932. Walter 
Harlan, secretary, Southeastern Association, 415 Palmer 
Bldg., Atlanta, Ga.; Guy Nason, secretary, Mississippi Asso- 
ciation, Starkville, and L. P. Biggs, secretary, Arkansas 
Association, 815 Southern Trust Bldg., Little Rock. 


Vircinta Retar. Harpware ASSOCIATION CONVENTION, 
Richmond, Feb. 23, 24, 25, 1932. Thos. B. Howell, secretary, 
602 Broad St., Richmond. 


Wisconsin Retam Harpware ASSOCIATION CONVENTION 
ano Exuisition, Milwaukee Auditorium, Feb. 2, 3, 4, 5, 1932. 
B. Christianson, secretary, Stevens Point. George W. Kornely, 
exhibit manager, 3374 North Green Bay Ave., Milwaukee. 





Hammond Clock Price 
Cards and Tags 


The Hammond Clock Co., Chi- 
cago, Ill. Price tags, metallic gold 
paper, 314 x 5 in., easeled back. 
Name, insignia, model name and 
price shown on each of series for 
Bichronous electric clocks. Circular 
tag shows name and price with 
explanation of Bichronous clock on 
reverse side; 2-in. diameter, gold 


and black on green stock. 


Ajax Jacks 
No. 2415 for 


light cars, single- 
screw type with en- 
closed gears, 36-in. 
handle, raise of 
634 in. and has 
34-ton capacity. 
Weight, 4% lb. No. 
2625 all - purpose 
shop jack handles 
up to 3 tons. Ratch- 
et type; heavy malleable iron standard base, short-stroke 
handle, adjustable foot lift, broad corrugated cap that takes 
firm hold, 30-in. steel handle with wood grip, and convenient 
carrying handle. Ajax Auto Parts Co., Racine, Wis. 
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U. S. 
POULTRY FENCE 
is the only poultry 
netting nationally 
advertised to the 
consumer. Again, in 1932, 
advertisements in leading 
farm and poultry magazines 
will bring buyers to your 
store asking for this mod- 
ern, straight-line netting. 
You can boost your sales and profits 
by “tieing in” with this campaign. 


Meet Demands 
with Ample Stocks! 


ACH year, increasing thousands of poultry netting 

buyers ask for U. S. POULTRY FENCE by name. 
They know it because it is nationally advertised. They 
buy it the minute they see it because of its modern, 
straight-line construction and its neat, uniform appear- 
ance. They demand it ever because it— 


Stretches without bagging; 

. Requires no top-rail, no base-board; 
. Cuts fence-building costs; 

. Saves time and labor; 

. Gives long and satisfactory service. 


nS WD 


Meet the growing demand for this modern netting 

with ample stocks! You can obtain it from a jobber near 

you. If you do not know his name, write us! 

U. S. Poultry Fence, now as always, is sold 

only through the regular wholesale and 
retail channels. 













INDIANA STEEL & WIRE CO. 
Muncie, Indiana 


Makers also of IMPERIAL FENCE— 
Farm, Poultry and Lawn Fence, 

wae «Cs Trellis, Flower Border, 
Steel Posts, Gates. 






US Posltr 


~The Netting q That Stands 
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UFKIN 
TAPES 


Steel and Woven 
All Patterns 





Wood, Steel and 
Aluminum Rules 
Machinists Scales. 





Micrometers, Calipers, 







Combination Sets, 
Gauges, etc. 





Every item in the line is fully 
guaranteed for accuracy, work- 
manship and material. The 
demand for LUFKIN goods is 
established and steadily in- 
creasing. 


Send for Catalog 


me [urny ure Co 


SAGINAW, MICHIGAN 


106 Lafayette St., New York City 
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Experience Is the Worst Teacher 


(Continued from page 33) 


worth. I want you to remember 
these things ten years from now 
when you too will have become 
an old timer. 

“T have sat in many a sales- 
men’s meeting where the boss 
was doing his best to instruct his 
men in salesmanship and cour- 
tesy, calling attention to the 
faults that had been noticed on 
the floor. 

“Yet what always happens at 
these meetings? The old experi- 
enced salesmen listen with semi- 
deaf ears. Their faces have a 
bored look and their minds are 
grumbling: ‘This is dandy stuff 
for these new men. But me— 
say, I’ve sold hardware for 
fifteen years! I’ve heard all this 
a hundred times! I don’t see 
why I have to waste my time 
coming to these meetings any- 
way!’ 

“The younger men have an 
entirely different reaction, more 
like, ‘This is good stuff for me! 
Pll certainly try that on every 
customer.’ 

“Yet the facts are, Billy, those 
lectures are made _ necessary 
more by the experienced men’s 
bad habits than by the younger 
fellow’s inexperience. ; 

“Whenever a store puts on a 
sales contest it is the younger 
salesmen who enter into it with 
the most spirit. They do so 
partly because of the prizes but 
also largely because of their 
sporting blood. They like to play 
a game—and win. 

“Whereas the clog in the 
wheel is likely to be the over- 
seasoned salesmen who regards 
such things as mere child’s play. 
He likes to regard himself as 
shockproof to such foolish 
antics.” 


“But Old Vet,” 


tell me, 


begged Billy, “upon what does a 
man’s salary depend if not upon 
his experience?” 

The Old Veteran took out his 
pencil and scribbled this epi- 
gram: A man’s salary depends 
upon the amount of supervision 
he does not require! 

“Paste that in your hat, young 
man. I'll admit I’ve told a one 
sided story, for experience is the 
very foundation of every hard- 
ware man’s success. But only 
for those who use their experi- 
ence as a foundation upon which 
to build, not a foundation upon 
which to rest. 


Why They Prefer 
The Young Ones 


“Why do employers prefer 
young men?. Because they value 
the enthusiasm of youth more 
than the experience of middle 
age. But the most valuable man 
is he who is still full of youth’s 
enthusiasm, youth’s vigor, 


yyouth’s eagerness to learn, to ex- 


periment and to improve, after 
years of service have endowed 
him with experience. 

“Experience in itself is not a 
teacher. Experience merely 
provides the opportunity to 
learn, the opportunity to analyze 
your own faults, the opportunity 
to observe and imitate more suc- 
cessful salesmen, the opportunity 
to absorb the mechanics of hard- 
ware, the opportunity to know 
the public and its needs. 

“My point is that to just what- 
ever extent you make use of the 
opportunities which experience 
puts in your path, to that extent 
will you not require supervision, 
to that extent will your salary 
increase. 

“Experience is a help only 
when used as a ladder upon 
which to lean.” 
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An Essay on Letter Writing 


(Continued from page 39) 


found it to be a fact that the man 
who will write you long letters tell- 
ing you all of your weaknesses sel- 
dom quits buying from your house. 

Some letters are funny. When 
there were boom days in Leadville, 
a customer wrote us as follows: 
“Please hire a good tinner for me, 
a man who knows how to put on a tin 
roof. Buy him a ticket to Leadville 
and give him enough money for his 
expenses on the way. Please do this 
immediately. We need this tinner 
badly. Your truly, XYZ.” Then 
there was a P. S. on the letter reading 
as follows: “Don’t send the tinner. 
I have gotten one here.” There was 
nothing else in the letter. The fact 
was that this dealer was just busy. 
He wasn’t crazy. 

Another dealer wrote and said he 
had received the builders’ hardware 
for the house, but the front door lock 
was left-handed, while he wanted a 
right-handed lock. He said we billed 
him a right-handed lock, but sent him 
a left-handed one. A bright clerk in 
the jobbing house replied as follows: 
“Please look in the straw carefully 
and you will find the right hand.” 
The letter that came back from this 
retailer just took the skin . off. 

In those old days we sold copper 
sheets that were tinned. The copper 
sheets were billed by weight, and an 
extra charge was made for the tin- 
ning. It was a common thing in the 
claim department for dealers to write 
in that they looked carefully through 
the straw but could not find those 
“tinnings” anywhere. 

A jobber received a letter from 
Florida, from a retail dealer, in 
which this dealer said: “I have sent 
you some ‘pines.’ I hope you will 
like them.” The jobber was in a 
hurry to clean up his mail and he 
didn’t wait to see the “pines.” So 
he wrote back as follows: “ ‘Pines’ 
received. I have planted them in the 
front yard of my house, and I am 
sure they will make splendid trees.” 
Later when the box arrived, the 
“pines” turned out to be pineapples, 
but the letter was already on its way. 

Since the advent of stenographers 
there has been an enormous increase 
ir correspondence. We acknowledge 
an acknowledgment, and then our 
correspondent acknowledges our ac- 


FEBRUARY 4, 1932 


knowledgment. Unnecessary pages 
of stuff are written. We find out how 
few words are really necessary when 
we telegraph. You of course have 
heard the Western Union story of the 
man who walked into a Western Union 
office, picked up a telegraph blank 
and carefully wrote ten words to his 
wife. He counted these words several 
times to be sure they were just ten. 
Then the Western Union girl behind 
the counter said: “You know, you 
can send a night letter of fifty words 
for the same price.” The man looked 
at her, looked at his telegram, 
thought awhile, and finally said: 
“Oh well, I guess I have said all I 
want to say anyhow.” 

When we cable at two dollars a 
word, it is surprising how few words 
we need. Once I made up a foreign 


cable code of my own. It covered all | 


the things that I could anticipate that 
I would want to say to my house, or 
that my house would want to say to 
me. Then I took the names of the 
books of the Old Testament to repre- 
sent a whole message from my house, 
for instance, “Genesis” would mean: 
“Business good, sales increasing, 
family all well.” Then I took the 
book of the New Testament for my 
answer. For instance, “Matthew” 
would mean: “Sailing from South- 
ampton on the Majestic June Fif- 
teenth. Business deals closed up sat- 
isfactorily, feeling fine.” I remem- 
ber in London being handed a tele- 
gram by a young lady which read: 


“Leviticus, Exodus, Proverbs.” To 
which I answered: “Revelations, 
Acts, Matthew, Mark.” The young 
lady remarked: “You are quite re- 
ligious, sir, aren’t you.” 

Letters mark many historical 
events in our lives. In my tin box 
I have a number of letters that I pre- 
serve on account of their significance. 
One of them is a letter inviting me 
to come into the house and become 
sales manager. That letter made a 
turning point in my life. There are 
funny things found in safety deposit 
boxes after their owners have passed 
on. Once I opened the box of a man 
supposed to be a hardboiled mer- 
chant. In this box with his stocks 
and bonds I found a pair of well- 
worn baby shoes, and also the first 








Forged and 
Chrome-Vanadium 
Steel, with the 
ARMSTRONG name 
mean strength 
to tool buyers 


ARMSTRONG -VANADIUM Wrenches embody 
the most effective sales points— established 
strength, improved designs,recognized quality. 
They are longer, lighter, tiiinner, stronger. Their 
thin tapering jaws will take a firm grip where 
other wrenches cannot reach. They are guar- 
anteed not to break or spread. 


Beautiful tools—finished in nickel over copper 
with heads buffed bright—they come on 
attractive boards or in matched sets, in many 
new patterns. 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 


314 N. Francisco Ave., Chicago, U.S.A. 





Write for Catalog B-27, 
176 pages of Quality Tools 
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PROFIT 


for you in 


KLEIN 


NYONE who appreciates 
good tools calls for 
Kleins when he buys 

pliers. The Klein reputation 
will sell fine tools for you. 
Klein Pliers are made in a 
wide variety of styles to 
meet every need of the 
skilled workman. It will pay 
you to carry Kleins. Check 
up on your stock now and 
order from your jobber. 

Klein Pliers have been 
standard with public utili- 


ties and master workmen 
—‘since 1857.’ 


Buy from Your Jobber 


recaies CLE IN dass 


3200 BELMONT AVE., CHICAGO 
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letter ever written to him by his old- 
est child, a man now grown up. 

In the early part of this article I 
wrote about being “tolerant.” Do 
you know that in manufacturng a 
gun, for instance, the parts cannot be 
made to fit exactly? If they were, on 
a hot day the steel would expand and 
from the heat the gun would “freeze.” 
This sounds like a paradox, but it is 
true. All manufacturing of guns, 
even of the finest workmanship, has 
what are called “tolerances.” This 
“tolerance” might only be one thou- 
sandth part of an inch, but for the 
gun to work, it must have a little 
play. So, it seems to me in life. 
Some people make the mistake of ex- 
pecting to have everything just exact- 
ly to measure, but experience teaches 
us that it is better to have a little 
“tolerance,” a little room for move- 
ment and play. 

Just knowing how to spell does not 
make a good letter writer. I have 
received letters where the spelling 
was something terrible, but neverthe- 
less the letters were well written and 
interesting. 

Every credit man should under- 
stand the art of letter writing. If 


he does, even when he is dunning a 
customer for money, he will write in 
such a way that he will not lose the 
friendship of that customer. 

You of course would hate to go 
anywhere you felt you were not wel- 
come. But how about your letters? 
Are they welcome? Some mer- 
chants, when it comes to letter writ- 
ing, are sadists. All their letters are 
disagreeable. They seem to rejoice 
in passing along a “hot shot” of 
some kind. If they can catch you in 
an error they are delighted. I have 
some correspondents whose letter- 
heads I never like to see because I 
know their“ letters are going to be 
disagreeable. Such letters are not 
welconte. Even if it is necessary for 
a person to write about a disagree- 
able thing, it is still possible to write 
in an agreeable manner. The other 
day I criticised a letter that went out 
of our office. Every word in the 
letter was absolutely true. I did not 
criticise the substance of the letter. 
but I did criticise the style and tone 
of the letter. 

Some letters are like the traveling 
salesman who won the argument but 
lost the customer. 





Western Convention Report 


(Continued from page 57) 


Lehman of Newton, Kan., said he 
wished to call the attention of the gath- 
ering to the fact that a group of edi- 
tors in Kansas, presumably speaking 
for the State’s editorial association, had 
recently gone on record in one of their 
meetings as favoring the repeal of the 
anti-utilities laws in Kansas and Okla- 
homa. This raised a great stir and re- 
sulted in the dealers beihg instructed 
to interview their local editors on re- 
turning home. A resolution condemning 
the editors for their action was voted. 

An advertising round table was a 
feature of the proceedings on the af- 
ternoon of the second day. It was held 
at the Baltimore Hotel and was in 
charge of R. H. Roberts, manager of 
dealer service for Hibbard, Spencer, 
Bartlett & Co., Chicago, with Vice- 
President J. D. Reynolds, of Carthage, 
Mo., presiding. 

Mr. Roberts stressed the fact that 
customers must be allowed to buy of 
their own accord. He said he did not 
contend that the dealer should turn his 
store into one carrying only popularly 
priced merchandise but that the growth 
of chain stores proved there was a 
demand for such goods, and that the 
dealer should carry enough of such 


wares to get all classes of people into 
the store. 

Just before the close of the round 
table discussion Herbert J. Hodge, sec- 
retary, made the announcement that the 
round table had twice the attendance 
of any similar meeting in the history 
of the association. 

Hardware day wound up in a blaze 
of glory at the Ararat Temple in the 
evening of the second day (Wednes- 
day) when 1200 dealers and their 
wives were entertained at a big ban- 
quet, entertainment and dance. 

The following officers were elected: 

J. D. Reynolds, president, Carthage, 
Mo.; Al. G. Wright, vice-president, Ar- 
kansas City, Kan.; directors for full 
term, four years, F. E. Millner, Miami, 
Okla., and Sam Zuercher, Wichita, 
Kan.; directors for unexpired terms, 
two years, Frank Spink, Kansas City, 
and J. R. Whitla, Edgerton, Kan.; di- 
rector for unexpired term, three years, 
Fred Ackarman, Sedan, Kan. 

The big feature of the last day’s 
session of the Western convention was 
the address by Finley P. Mount, presi- 
dent of the Advance-Rumely Co., speak- 
ing for the National Association of 
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Farm Equipment Manufacturers to 
deliver the address which was calcu- 
lated to give retail implement dealers 
ammunition with which to answer the 
several criticisms of the farm equipment 
industry, that is, that implements are 
sold in foreign lands cheaper than at 
home; that implements are protected 
by a tariff whereas the tariff does not 
help the farmer; that implements are 
too high. 


Mr. Mount’s address answered those 
criticisms by proving there is no tariff 
on implements and has not been for 
the past 20 years or more, by citing 
the government reports refuting the as- 
sertion that implements are sold cheap- 
er abroad than at home; by figuring 
on a pound basis and establishing the 
fact that implements are about the 
cheapest thing sold and even cheaper 
than the lowest priced automobile. 





Purpose of Reconstruction Finance Act 
(Continued from page 35) 


structive results, especially for 
agricultural interests. It “primed 
the pump.” No doubt the Recon- 
struction Finance Corporation 
will adopt regulations largely 
similar to those under which the 
War Finance Corporation oper- 
ated. 

Before going into the mechan- 
ics of the corporation, it may be 
pointed out that aid to the pro- 
ducer who wants to modernize 
his plant, or to any other indus- 
trial interest, will be of indirect 
nature only. Nor does the new 
law make paper of the corpora- 
tion rediscountable. This has 
been a source of disappointment 
in many quarters. Nevertheless, 
the corporation is held to have 
considerable power to expand 
credit within reasonable limits. 

The idea is that the thawing 
of frozen securities will loosen 
the entire credit structure and re- 
act quickly in the world of 
finance, commerce, _ business, 
railroads and industry. 

With the Treasury of the 
United States back of it, the cor- 
poration will issue bonds as may 
be necessary and, in turn, lend 
to deserving institutions upon 
sound securities from the latter. 
The borrowing institutions will 
acquire liquid reserves and in 
turn lend to sound commercial 
and industrial enterprises. It is 
at this point that industry re- 
ceives aid, provided it is its pur- 
pose to use money for approved 
constructive undertakings, such 
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as modernization or purchase of 
materials to produce goods on 
order. 

Loans can be made within one 
year. The period may be ex- 
tended to two years by the Presi- 
dent. Initial loans mature in 
three years. They may be ex- 
tended or renewed for not more 
than five years from the time of 
the original loan. 


already covered by bank financ- 
ing. They cannot therefore be 
made for industrial expansion. 
Agricultural and live stock credit 
corporations and Federal and 
Joint Stock Land Banks are ex- 
ceptions to the provision barring 
loans for new undertakings. No 
loans can be made to rehabili- 
tate foreign bonds, but to pro- 
mote exports the corporation is 
permitted to act as an acceptance 
bank. Railroads will have to 
‘show their ability to repay loans 
and meet other obligations be- 
fore they can borrow from the 
corporation. One of the accom- 
plishments expected is to prevent 
carrier receiverships. Loans can 
be made, upon sound security, to 
closed banks in order to pay off 
depositors. Bonds of the corpor- 
ation will be subject to income 
surtaxes and to estate, inherit- 
ance and gift taxes. 

The life of the Corporation is 
set for 10 years. It is, of course, 
expected that it will have liqui- 
dated long before the decade has 
expired. 


Loans cannot | 
be made for new enterprises not | 
























There’s 


[ee aSPRAYIT 
Ley for Any Need 
at Any Price 


55 different types and 
sizes of sprayers. All 
prices from 25c and up. 
New, improved features 
which get maximum spray- 
ing force with minimum 
effort. Sprayers for all paint- 
ing purposes. For insecticides 
—germicides—for any liquid 
or powder. 
Profit-Making Specialties 
Last season’s big selling hit— 
PLANTILIZER — “‘fertilize as 
you sprinkle’’—back again, better 
than ever. Backed by a strong 
national advertising and mer- 
chandising program. And the 
im \ SPRAYIT HYDRO- MIXING 
SE NOZZLE—brand new—attaches 
to any garden hose. Sprinkles fer- 
tilizer or insecticide. One product 
does both jobs. Perfect, even 
spraying of any desired amount 
of concentrate with the water. 


We’re Ready for YOU! 


This entire new, complete line 
is completely illustrated and 
described in the new 3-color 
Sprayit Catalog No. 32. Write 
us a note —or simply tear 
out this advertisement and 
jot down your name and ad- 
dress—and we’ll rush a copy 
of this catalog to you. 


ELECTRIC SPRAYIT 
COMPANY 

1802 E. Colfax Ave., 

South Bend, Ind. 


SEND FOR 

















Why not let 
Duluth help you 
to make your 
business better— 


ee ks i 


Some folks figure that the 
stories we tell about helping 
hardware merchants to get 
more profit out of their busi- 
ness are just too good to be 
true. 

We don’t blame them in the 
face of present conditions but 
really we have the proof to 
back up these stories. 

It’s because we’ve helped so 
many that we feel we might 
help some more. 

Let us help you with your 
sales problems. 


Write for Catalog of Complete Line 


DULUTH 


STORE EQUIPMENT 
DULUTH SHOW CASE CO, DULUTH, MINN 


Business Analysis Merchandising 
Store Planning Installation 














There’s a Mine 
of Information. 


vitally-important 
facts, live merchan- 
dising ideas and 
sales - producing 
methods in HARD- 
WARE AGE each 
week. Make it a 
habit to read your 
business paper 
regularly and thor- 
oughly. 
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More Than One-Third of 
Wired Homes Have Washing 
Machines 


The electrical washing machine in 
scarcely more than ten years has be- 
come the most popular of the larger 
labor-saving devices in the American 
home. Wired homes have doubled in 
ten years, and today’s 20,400,000 elec. 
trically wired residences, more than 
one in every three has a_ washer. 
Many other homes are equipped with 
gas-engine, and even water-power and 
hand models. 

“There never has been anything in 
more important home devices to equal 
the rapidity with which American 
housewives have adopted electrical 
power washers,” according to the Amer- 
ican Washing Machine Manufactur- 
ers’ Association. 

“The industry got under way in large 
volume only about fifteen years ago. 
The great development has been in the 
past ten years. Housewives adopted 
electric washing methods so fast there 
was a 1100 per cent increase of use 
in one recent five-year period. 

“Greater demands on the time of 
the average housewife, desire for econo- 
my and growing interest in sanitation 
and hygiene hastened modernization of 
the home laundry, last outpost of old- 
fashioned methods.” 





Prices on Wire Products 
Exhibit Firm Tendency 


Among finished steel products, wire 
products stand out as one of the few 
groups which have shown considerable 
firmness in recent weeks. Advances on 
some wire products were announced in 
December and quotations then estab- 
lished have held very well ever since. 
Mills and distributors are making no 
price concessions, despite the fact that 
some distributors accumulated large 
stocks at lower than current levels. 
In such instances, it appears, that they 
are certain that stocks could not be 
replenished at prices paid for stock on 
hand. 





Prominent Wholesaler Com- 
ments on Mail Order Catalog 
Prices 


The cut price values shown on hard- 
ware lines in the recently issued mid- 
winter mail order catalogs, have evoked 
the following pertinent comments in a 
letter just received by HarpwareE AGE 
from a prominent hardware wholesaler: 

“On checking the prices of hardware 
items appearing in the mid-winter sea- 
sonal catalogs of the mail order houses, 
one questions the mental processes 





used by manufacturers who supply 
this merchandise and make these resale 
prices possible. Very likely it is on the 
same order as the ostrich who buries 
his head in the sand to escape his 
enemies. 

“Based on the figures released by 
the Census of Distribution, these large 
mail order concerns distribute only a 
small portion of the hardware that is 
manufactured, but just as it takes only 
a few onions to give flavor to soup, so 
it is with published cut prices. Manu- 
facturers who deliberately are respon- 
sible for such a situation have merited 
the contempt of the independent job- 
bers and dealers. 


Steel Industry Operations 
Reflect Slight Gain 


The steel industry, though making 
very slow headway against adverse 
influences, has had another slight gain 
in operations to 29 per cent of ingot 
capacity for the country as a whole, 
compared with 28 per cent last week. 
The number and aggregate tonnage 
of orders are showing improvement, 
though not of seasonal proportions. 








Sears,.Roebuck Reduces 
Wages from 5 to 10 Per Cent 


A general salary and wage reduction 
ranging from five to ten per cent, and 
affecting all employes, was recently 
announced by General R. E. Wood, 
president of Sears, Roebuck & Co. 
The percentage of reduction is greater 
in the higher salaries and became 
effective on Jan. 30. 

Mr. Wood, in a general notice to the 
7,000 employes of the company in 
Chicago, and about 30,000 workers 
throughout the country, expressed deep 
regret and explained that the average 
value of all*merchandise sold to cus- 
tomers had declined 30 per cent within 
the past two years, and that notwith- 
standing drastic economies, the margin 
available for salaries and wages had 
steadily shrunk. 





Buys Million Electric Clocks 


Recent newspaper dispatches from 
Chicago state that the William Wrigley, 
Jr., Co. has placed an order with a 
manufacturer of electric clocks for fifty 
carloads, or more than $1,000,000, 
synchronous electric clocks having a 
list price of $3.50 each. 

The price paid by the Wrigley com- 
pany was not disclosed, but it is said 
that the clocks will be offered to 900,- 
000 Wrigley retailers in a combination 
offer with three boxes of chewing gum 
having a retail value of $3, all for 
$2.75. 
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MYERS _ Du ALL" SPRAYERS 


Here is the sprayer your customers will welcome this year 
—the new MYERS DU-ALL JUNIOR. Small in size but 
mighty for service. The ideal outfit for small orchards or 
limited field acreage. Guns or booms, quickly interchange- 
able. Quality built, completely equipped, low in price, wide 
adaptability. A modern rig within the 
purchasing power of the small grower or 
local spray ring. ' 

Let us tell you all about it and 
the other styles of Myers Du-All 

ro Sprayers for trees, or- 
fase ano Chards, rowed and field 


<4 LOWER THE . ; 
soom ann «= SFOPS. Write or wire. 


NOZZLES 






















0B: a ea; ae DU- ALL — 


SPRAYER B 


SPECIFICATIONS 


Three Wheel Trucks. Arc-Welded 
Steel Frame. 150 Gallon Cypress 
Tank.  Self-Oiling Double Acting 
Bulldozer Power Pump. Vertical En- 
gine. Pressure Gauge. Pressure 
Regulating Valve. Rotary Agitator. 
Sediment Chamber. Suction Hose 
and Strainer. Myers New Perfection 









x pt. — -_ 
ADJUSTABLE mina a\ 
TO FoLo! houustadhe i 





FLEXIBLE 
4 Row Spray Boom, or No. 10 Myers DETARANTS 
Gun with High Pressure Hose and a 


Fittings. Complete ready for action 
in field or orchard. 


THE F. E. MYERS & BRO. CO. - - 

















INDIANA 


X-TRA QUALITY 


SHOVELS 























camuncrace | CFE NICE 








Stewart Iron and Chain Link Fences can be d ti n 
sold with the assurance that their quality will Modein skyscrapers de- 
gain customers’ good-will—thereby leading to \ mand a good foundation. 
other fence sales. So do modern shovels. 

° P . The foundati f 
Write for complete selling literature and hard- INDIANA X-tra Quality 
ware dealer proposition today. Shovels is good steel. 

We use the best—a : 
IRON product of our own mills 
el —the kind used in the 
finest plows i i 
! America. That’s =} 
Paces why INDIANA ! 
Shovels last longest 
THE STEWART IRON WORKS CO., Inc ee eee 
” ° sales and_ profits 
814 Stewart Block a for dealers, A com- 


plete line. 


Cincinnati, Ohio Ask your jobber. 











The Ingersoll Steel & 
Dise Co. 


Form 
The Indiana dl Mill Co. 


New Castle, Indiana 


TI 





IRON PICKET FENCE 
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A NEW WEEKLY 
FEATURE! 





How’s ne Hardware Business? 


by STEWART JAMES 


A trade digest of 
conditions affecting 
distribution of hard- 
ware and allied mer- 
chandise, gathered 
from trade areas of the 
entire country and pre- 
sented as a weekly fea- 
ture of Hardware Age. 
Mr. James will inter- 
pret for hardware men, 
such basic factors as, 
crop outlook, freight 
ear loadings, circula- 
tion of money, build- 
ing progress, employ- 
ment, etc. He will also 
deal with specific price 
trends, demand for 
merchandise, shortages 
and future outlook as 
reflected by his study 
of the national hard- 
ware market situation. 











Feb. 2, 1932 


Favorable Factors Increasing 


As the weeks of a strangely un- 
seasonable winter pass along, the 
ordering of hardware stocks for spring 
selling becomes more and more a live 
issue. Jobbers are finding that specifi- 
cations for the staple lines soon to be 
needed by farm communities are com- 
ing in more slowly than those for town 
or city use. Garden tools and roller 
skates, lawn mowers and paints, are 
more in evidence on early orders than 
steel goods, or poultry netting or 
barbed wire. Yet there is a steady, if 
gradual, advance in all spring buying, 
which is now bound to rapidly gain 
impetus. 

There has been long searching and 
waiting for price certainty, and even 
more than usual shopping and testing 
of values, but that period is passing, 
and seasonable orders placed thus late 
are generally firm. Added to the mark- 
downs of price by the manufacturers, 
the jobbers’ margins on most lines 
have been cut substantially under those 
of any previous year. 

There is growing confidence that 
average values now obtainable by the 
hardware retailer are the most favor- 
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able that the industry has ever en- 
joyed. The chances are strong that 
today’s costs are the lowest that this 
generation of hardware men can ex- 
pect to witness, on many of their fa- 
miliar staples. Financial statements 
for 1931 are already showing that only 
the exceptional manufacturer or whole- 
saler has carried the year’s balance in 
black figures, and that many a current 
price schedule is bearing with it some 
of the industrial life-blood of the 
bidder. 

Leading wholesalers say that no en- 
couraging report can be offered on the 
credit and collection situation. Collec- 
tions from the retailers, on the whole, 
held up pretty well in 1931, but job- 
bers were called upon to grant more 
and longer extensions than have ever 
been requested in recent years. Fail- 
ures of course have been above normal. 


Upturn in Steel Activity 


This week’s steel analysts find en- 
couraging factors are in the ascenden- 
cy, with demand from practically all 
consuming lines broadening slowly but 
steadily. The steel industry has not 
yet felt the volume of business expected 
from railroads, automobiles, building 
construction or pipe line projects, yet 
improvement in sentiment and actual 
orders is due largely to the gradual 
accumulation of miscellaneous require- 
ments, with a moderate lift from the 
automotive industry. 

Steel ingot output has increased to 
28 per cent of capacity, compared with 
25 per cent last week, and there has 
been a more generous flow of small 
orders, particularly at Pittsburgh and 
Chicago, both for replenishment of de- 
pleted stocks and for immediate con 
sumption. Anything less than one-third 
of capacity is hardly cause for re- 
joicing, but the best thing about the 
increase from the standpoint of general 
confidence is that it has been slow 
enough to avoid a reaction. 

Early January merchandise and live- 
stock car movements showed very 
favorably, coming within 9 per cent of 
the 1931 mark. A large portion of 
merchandise moves in less-than-carload 
lots and is easily adapted to movement 
by truck. Improvement in this traffic, 


therefore, is doubly significant. Traffic 
news now coming in is not encourag- 
ing as to late January car movements. 
Negotiations for railroad wage reduc- 
tions encourage steel makers to look 


‘ forward to really substantial demand 


from the carriers by spring. Railroad 
equipment and supply manufacturers 
appear convinced that the tide is turn- 
ing, and are preparing their plants for 
increased production shortly. 

Sales of new passenger automobiles 
in December totaled approximately 
79,100, which would bring the total 
sales in 1931 to approximately 1,900,- 
000 cars. Thirty-eight States showed 
new-car sales in December at 13.35 per 
cent under the total for the same month 
in 1930. This total, however, was 4.31 
per cent.above November, 1931, the in- 
crease being the first reported since 
last April. 

January automobile production is in- 
creasing, but is still extremely slow. 
Offsetting this to some extent is the 
better buying by various smaller manu- 
facturing lines. Electrical refrigerator 
companies are increasing orders for 
sheets, anticipating another good year. 
Cast iron and wrought iron pipe are 
more active. Shipments of wire prod- 
ucts in the Middle West are 10 to 15 
per cent ahead of December. Specifi- 
cations for nuts, bolts and rivets have 
expanded. 

In raw materials, also, there are 
favorable indications. Pig iron sales 
at Cleveland and Pittsburgh have 
broadened; trading in scrap is heavier, 
though at the lowest scrap prices in 
more than twenty years. Efforts to 
stabilize heavy finished steel prices 
have made some progress, at least on 
plates, shapes and bars. In sheets and 
strip, especially for automotive buyers, 
price concessions still are numerous 
and drastic. An easier situation has 
developed in tin plate. 


Signs of Employment Gains 


A welcome note of betterment. is 
sounded in the January business report 
of the seventh federal reserve district 
covering Illinois, Michigan, Indiana, 
Wisconsin and Iowa. Those manufac- 
turing firms who reported, have in- 
creased their employment 31% per cent 
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Non-Pinching 
Handles 
Chrome 
Finish 


pap (dc Prancr | 


Out-cuts all others! 
Backed by a Complete Merchandising Plan 


NATIONAL CONSUMER ADVERTISING. DISPLAY CARD 
FOLDERS 







Order from Your Jobber or SALES REPRESENTATIVES Easil 
- y cuts 
Direct from John H. Graham & Co., Inc. ¥% inch 
BRNEAP EASE ° Son, Inc. Meg eeMteee Mor 
. ew York, New Yor 
(containing hardwood sticks Sey our Smith & _— 268 Market Street pre 
to try it on) OAKVILLE, CONN. San Francisco, Calif. & 





























Leads in Economy 


A Pike India Oilstone will outwear any other artificial 

oilstone; will cut as fast or faster, and will do better 
work. Itis for these reasons, there- 
fore, men of experience recommend 
the 


P INDIA OILSTONE 


They are made in 66 shapes for all regular 

or special work, and in three grits, Coarse, 

Medium or Fine. Bench sizes also made in 
Combination grits. Pike India Oilstones are made from 
Norton Alundum abrasive, and will remain on the job 
long after other stones are worn out and gone. 


Pike Manufacturing Co., Pike, N. H., U. S. A. 


An 


ALEK Gutters 
ah’ 
the BEST 








LANDON P. SMITH, Inc., IRVINGTON,N. J. 











CHRADE ()AFETY CRUCIBLE {7 BRAND 
P. (TAY fA Butt on Knife Trade Mark Reg. U. S. Pat. Off. 


FULLY WARRANTED 
No Breakin Gof The Perfect Cutting Shears 


Singer na 415 





‘ALL You DO 
4S TURN THE SCREW 
NEVER TOO LOOSE €% NEVER TOO TIGHT 


These Shears are assembled with special 
“Lockset” Lock-nut Device, embodying an entirely 
new principle in keeping snugly together both shear 
blades. 

The screw passes through an anchored tube, 
Bs (Special Lock-nut fastened to the latter) and will 

not loosen or tighten UNTIL YOU TURN THE 
Push the button and the blade opens auto- SCREW WITH AN ORDINARY SCREW DRIVER. 








matically. Safety slide locks the button with the biade Made in 7” and 8” sizes in the Straight and Bent 
open or closed. DOUBLE-LOCKED—the only Safety Trimmer Patterns with Full Nickel and Japan 
Knife that is actually Double Locked. It requires two Handles. 
motions to unlock and open the knife—therefore safe, our Jobber does not carry the “Crucible” 
both conveniently done with one hand. Lock Net Shears, write us and we will name nearest 
Jobber. 
TRADE LVERLASTINGLY SHARP MARK 
accent Ji THE ACME SHEAR COMPANY 

SCHRADE CUTLERY CO. alien, mm Knowlton and Joseph Streets 

Also facturers of « — BRIDGEPORT CONN. 

of Schrade regular type roamed 
tne ten Cenitay i Deueaialie Webens Y.—Middletown, N. Y. We Sell to the Wholesale Trade Only 
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between November 15 and December 
15, the automobile industry setting the 
pace, the first year-end pick-up among 
auto manufacturers ever recorded by 
the district. The reason, doubtless, was 
that new model activity started two 
months earlier than in previous years. 
Substantial gains were made by the 
textile group, principally clothing, 
while shoe factories in Illinois resumed 
operations after a period of inactivity. 
Michigan rubber fabricators increased 
their hours, though the usual winter 
slowdown occurred in the stone, clay 
and glass products group. In non- 
manufacturing groups, merchandising 
employment and coal mining gained 
slightly, but construction work showed 
further heavy losses and utilities de- 
clined slightly. Slaughtering establish- 
ments boosted the December production 
24% per cent over November for a 
volume 71% per cent greater than last 
year, and butter output increased 2 
per cent over November for a total 
1014 per cent greater than a year ago. 
Washington reports some improve- 
ment in December employment in 
several major industries. Iron- and 
steel mills in some sections increased 
forces, and plants manufacturing tools 
stepped up production schedules. In a 
number of instances, the tool, die and 
pattern making shops worked overtime. 
An upward trend was noted in boot 
and shoe factories. The increase in the 
automobile industry helped labor ac- 
tivity in a number of factories pro- 
ducing tires, wheels and accessories. 


Wholesale Price Trend 


Wholesale prices declined nearly 3 
per cent .in December under Novem- 
ber and were 15 per cent less than for 
December, 1930, according to Labor 
Department statistics covering 550 
commodities. 

Due to lower prices for corn, oats, 
rye, wheat, calves, cows, steers, hogs, 
lambs, poultry, dried beans, cotton. 
eggs, lemons. oranges and tobacco, the 
greatest decline, 5 per cent was regis- 
tered in the farm products group. 

Metals and metal products were 
practically unchanged. Iron and steel 
products, non-ferrous metals and other 
metal products decreased, while agri- 
cultural implements and automobiles 
showed no change. 

Paints and other building materials 
declined. No change was reported for 
brick, cement and structural steel, 
while a minor increase was reported 
for lumber. The group as a whole de- 
creased less than 1 per cent. 

The Labor Bureau’s index number 
for all commodities in December, 1931. 
stood at 66.3, the lowest in twelve years. 
By contrast the peak was 167.2 in May, 
1920. The highest monthly index for 
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1931 was 77.0, last January, from 
which figure each successive month of 
the year showed consistent decline. 
Past experience has indicated that 
easing of bank credit, now aimed at, 
should stimulate commodity prices. 
The recent advance in wheat may be 
a start toward such a movement, and 
has considerable economic justification. 
Several factors point to’ increased for- 
eign demand for American wheat in 
future months. World carryover is 
likely to be reduced at the close of the 
present season, and a contraction of 
domestic production is almost .certain 
for 1932. The adverse influence of 
heavy warehouse grain inventories in 
America cannot, however, be forgotten. 


New Goods and Price Notes 


Ten cent paint is a recent addition 
to the hardware stores, which is selling 
in large and growing volume. It is said 
that the annual retail business on ten 
cent paint amounts to $2,000,000. 
Since the hardware store is the most 
logical distributor, this line has now 
been made available by the hardware 
jobber. Present offers include a de- 
mountable metal display stand, with 
framed color card, and window stream: 
ers, so that the selling largely takes 
care of itself. 

A new liquid metal mender now on 
the market is finding ready sale. Act- 
ing in the manner of a liquid solder, 
it makes quick, easy repairs on leaky 
pipes, aluminum ware—in fact, tempo- 
tarily mends many things in the metal 
line. 

A sensational price flurry on a 
limited variety of prepared roll roof- 
ings, both slated and talc-surfaced, has 
brought values temporarily to a point 
reported by the manufacturers as be- 
low production costs. The feeling is 
general that these low prices will re- 
cover soon, and probably without 
notice. 4 

Several leading appliance manufac- 
turers have reduced prices on electric 





Another is 
reducing prices of irons effective Febru- 


percolators and _ toasters. 


ary lst. Automatic irons (thermo- 
statically regulated) have been greatly 
reduced in price and popularized in 
demand during the past year. 

There has been a price reduction 
ranging up to 23 per cent on 1847 
Rogers Bros. silverware. Several items 
in Oneida Community silverware have 
also declined, the greatest drop being 
on teaspoons, 15 per cent. 

This is the usual time for dealers to 
order poultry supplies, including incu- 
bator and brooder thermometers, with 
the main season just ahead. Regard- 
less of business conditions the “hen- 
fruit factory” knows no depression. 

The new year starts with a good de- 
mand from the retailer for pocket 
knives to retail at 25 to 75 cents. To- 
day a boy can get a very good (and 
good-looking) pocket knife for a 
quarter, while the working man or 
office clerk can purchase a really de- 
pendable knife at from 50 to 75 cents. 
The knife will be American made, 
fully warranted, not only attractive, 
but with blades that cut. Dealers who 
are featuring knives in the low price 
range, in their windows and show 
cases, with plain pricing, are main- 
taining-geod cutlery sales. 

Sales of axes and cross cut saws 
have been affected by the warm weather. 
Considerable future business is now 
coming in on popular priced lawn 
mowers, buying which was evidently 
postponed from last fall. 

Manufacturers have reduced prices 
on baseballs and baseball goods and 
values have been greatly bettered. 
There has been a reduction in the price 
of roller skates. 

In fishing tackle a decline has oc- 
curred in the price of sinkers, minnow 
buckets and tackle boxes. Competition 
is very keen._ Reel manufacturers offer, 
for example, a level winding reel that 
can now be retailed for $1.00 to $1.25 
each. 





Full-Function Jobbers Handle 36.47% of Business 


Wholesale. merchants. of the con- 
ventional type accounted for 36.47 per 
cent of the nation’s wholesale business 
in 1929, followed by sales of wholesale 
establishments maintained by manu- 
facturers which amounted to 23.37 per 
cent of the total, a statement released 
by the Wholesale Division of the Cen- 
sus Bureau reveals. The total of the 
newer types of wholesalers, including 
drop shippers, cash-and-carry whole- 
salers, wagon distributors, and the 
mail order wholesalers, amounted to 
only 0.77 per cent. 

The Census Bureau pointed out as 
of great significance the following 


three facts: 1. The outstanding position 
of the old type, full-function wholesale 
merchant; 2. The importance of whole- 
sale outlets maintained by manufac- 
turers; 3.. The relative unimportance 
of the newer type, limited-function, 
wholesaler in the general wholesale 
field. 

Wholesale trade, as defined for cen- 
sus purposes, embraces all establish. 
ments engaged in the purchase or sale 
of goods on a wholesale basis; hence, 
it includes, in reality, practically all 
merchandising establishments in the 
distribution field, exclusive of retail 
establishments. 
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Every spare dollar you can make counts these days. That 
is why hundreds of Hardware Dealers are finding it ex- 
tremely profitable to sharpen lawnmowers in their spare 
time. You can charge from $1.00 to $1.50 for each mower 
you grind, depending upon its condition. No other equip- 
ment will bring you greater returns on your investment. 


The new 1932 Model Ideal Lawnmower Sharpener—with 
direct connected electric motor and shelf—new variable- 
feed grinding method—new Reconditioner for “lapping-in’’ 
—new straight-blade attachment for grinding both faces 
of straight-blade—is the greatest value ever offered. 


NO TRAINING REQUIRED 


You don’t have to be a mechanic to operate the Ideal. Its opera- 
tion is extremely simple and practically automatic after you have 
placed the lawnmower in position to grind. 


SPECIAL GRINDING WHEEL ATTACHMENT 


For grinding skates, grass shears, sickles, etc. Will add many 
dollars to your income. Our new free catalog shows you how you 
can make extra money during your spare time. 


Send for Free Catalog 


THE FATE-ROOT-HEATH COMPANY 
322-358 Bell St. PLYMOUTH, OHIO 








BIG PROFITS DEALERS 


if 
Sells Itself! FREE —— le 
iL fe 


The newness, practical and curiosity features of 
Gits-Nife sells itself on sight. Beautifully 
colored display card, at right, with a FREE 
demonstrating Gits-Nife firmly attached by 
chain requires only 6 inches of your counter 
space. Assorted colors to match popular foun- 
tain pen sets. Retails for $1.00 and $1.50. 

















Gits-Nife is constructed to last for years. Its 
4-in-one razor steel blade holds a sharp edge, 
(replaceable). Rapid adjustment to four differ- 
ent lengths gives Gits-Nife more than 1,000 
uses. 20,000 sold in a few weeks proves tre- 
mendous popularity, 


Liberal Dealer Discounts 


For a limited time dealers can make BIG 
PROFITS. Write today for proposition, 


GITS BROS. MANUFACTURING CO. 
1853 South Kilbourn Ave., Chicago, III. 











320 Stainless Steel 


Paring Knife Assortment 


All Blades of Sterling Quality Stainless Steel 
in Full Mirror-Finish 
10c. Knives—Two shapes of blades riveted to green and black 


handles. 
19c. Knives—Etched blades, shaped whitewood handles, brass 


pins. ; 
25c. Knives—Swaged and etched blades, cocobolo handles, brass 
rivets. 


Packed 1 dozen of each to the assortment. 
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Order Thru Your Jobber 


THE ONTARIO KNIFE CoO. 
Franklinville, N. Y. 








For 
The NORKA grindstone Foot Power 
does a good job quickly— 
makes dull tools cut like 
new. 


Note features: Comfort- 
able seat, clothes pro- 
tector, drip cup, foot rests 
on treadles, and hardened 
steel balls which cannot 
work loose or drop out. 


The 


NORKA 
Mounted Ball-Bearing Grindstone 


is built strong and substantial—practically indestructible. 
The stone is a carefully selected Genuine BEREA GRIT 


a product of our own quarries. 


The NORKA is a thoroughly dependable grindstone for 
general use. Tubular steel frame is enameled a rich Ver- 
million. Shipped K.D. with frame folded. Good Profit. 








Your Jobber will supply you. 
Send for Folder and Prices. 


The Cleveland Quarries Co. 
Cleveland, Ohio 
28 West Broadway, New York 


Lombard & Co., Inc., Boston, Mass. 
New England Agency 
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PITTSBURGH 


(Pittsburgh office of HARDWARE AGE) 

PirtspurcH, Feb. 2. 
ANUARY was another poor. month 
for the Pittsburgh hardware trade. 
The reduction in jobber sales as 
compared to the same month last year 
was considerable, and December was 
naturally a much better month from 
the retailers’ standpoint. Only once or 
twice in the entire month did tempera- 
tures fall to a° point where hardware 
dealers felt any impetus to their cold 
weather lines, although lack of busi- 
ness. of this sort was offset to some 
extent by increasing interest in spring 

items. 


CURRENT DEMAND 


Roller skates are still fairly active, 
and some interest is being shown in 
housecleaning supplies. Farm and 
garden tools have now begun to move, 
and retailers are hesitant about stock- 
ing these items in advance. Electrical 


SAN FRANCISCO 


(By “Harpwakge Ace Special 
Correspondent) 


San Francisco, Feb. 2. 


HE continued wet and cold 
| weather of the past several weeks 
has stimulated hardware sales to 
some extent and has brought a brighter 
tone to the hardware situation in the 
territory. The first snow in many years 
fell both in northern and southern 
California, stimulating not only regular 
hardware sales, but other businesses 
such as drygoods, coal, wood, and 
others handling cold-weather neces- 
sities which has had a slight stepping- 
up effect on business in general. 


STOCKS LIGHT 

Wholesale hardware inventories have 
been completed, revealing a general 
skeleton condition of stocks. It is yet 
too early to estimate the results of the 
year just past, but it is believed that 
the final figures will reveal a condition 
better than is generally supposed, and 
that careful operation during the past 
year has resulted in a wholesome re- 
duction of anticipated losses. 


1931 SALES 

Figures released recenty show that 
northern California hardware retailers 
during the first eleven months of 1931, 
as compared with the same period of 
1930, had a lower percentage of losses 
in sales than any other section of the 
United States except one. For all re- 
tail trade during 1931, the San Fran- 
cisco Bay area and nothern California 


* territory. 


January Sales Disappointed 
Firearm Prices Revised 


fixtures are still fairly active, and a 
growing interest in paints and varnishes 
is in evidence. Builders’ hardware is 
very dull; and sales of window glass 
during January were almost negligible. 


PRICE REVISIONS 


A lower price has been announced 
on quick repair tire material for juve- 
nile vehicles. The 3-in. size is now 
quoted at $2.75 each for boxes of 50 
ft., 44-in. at $3.75, 54-in. at $5.50, and 
34-in. at $7.50. New prices have also 
come out on O’Cedar spray, the half- 
pint size now being quoted at $2.80 
per doz., the pint size at $4.80, the 
quart at $8, and the gallon at $26 a 
doz. Both the Winchester and Rem- 
ington companies have brought out new 
prices on their entire line of firearms, 
with a number of adjustments in quo- 
tations. The active season for aviator 
kite twine is approaching, and jobbers 
are quoting 125-yd. balls at 75c. a doz., 





Brighter 


led the Twelfth Federal Reserve Dis- 
trict. San Francisco and Oakland made 
the best showings for the year with the 
northern California region standing out 
aside from the metropolitan areas. 
Oakland showed up to best advantage 
in the year, with sales off only 6.3 
per cent. San Francisco ranked sec- 
ond with a loss of 10.4 per cent. Los 
Angeles lost 12.5 per cent for the year, 
Portland 14.6 per cent and Seattle, 
17.7 per cent, showing somewhat bet- 
ter business in the northern California 
Figures covering the 78 
stores reporting in the Twelfth District 
show that California cities did a slightly 
better business than the Northwest. 


SENTIMENT IMPROVES 


As contrasted with the pessimistic 
feeling prevailing in business circles 


Tone Prevades 
Prospects Are Considered Improved 


and 150-ft. balls at 40c. a doz. Prices 
on nails and wire are becoming estab- 
lished at levels adopted at the begin- 
ning of the year, and jobbers generally 
are now quoting nails at $2.35 a keg. 
No change has occurred in bolt and 
nut quotations, which are a little 
stronger than a month ago. Painting 
ingredients, including lead, linseed oil 
and turpentine, are unchanged. 


GENERAL CONDITIONS 


Conditions in the steel industry con- 
tinue to show slow improvement. Ingot 
production has almost reached 30 per 
cent of capacity, ordinarily double the 
rate reached-in the December trough. 
The other steel consuming groups are 
very dull and are buying only for their 
absolute needs. Activity in the glass 
industry is depressed, although Janu- 
ary orders were better than December’s, 
and there are prospects of further in- 
creases in the next two months. 

Collections show very limited gains, 
and in some localities credit conditions 
are really worse than during December. 


Trade; 


during recent months, northern Cali- 
fornia begins the new year with a much 
more wholesome spirit. This is due in 
part to the heavy rainfall this season, 
following several dry years, which was 
as needed for the region’s continued 
growth and future prosperity as any 
revival in commercial activity. On the 
whole, the territory adjacent to San 
Francisco enters 1932 in a compara- 
tively favorable position. Its trade ac- 
tivity has not been crippled by banking 
failure. Instead, its banks are in strong 
condition. Ill effects resulting from 
shrinkage in nfanufacturing activity are 
much less felt here than in more indus- 
trial sections. A few of the State’s 
widely diversified agricultural products 
commanded good prices during 1931, a 
situation that favorably affects the pur- 
chasing power of many growers. 





CLEVELAND 


(Cleveland Office of HARDWARE AGB) 

CLEVELAND, Feb. 2. 
ANUARY proved a dull month in 
the hardware trade and local job- 
bers see no signs of an early im- 
provement. Seasonal merchandise has 
remained almost at a standstill, owing 
to the continuance of mild weather 
and jobbers are carrying large stocks 
of such items as sleds, snow shovels 
and tire chains. Skates moved some- 


January Was a Dull Month 
Several Price Changes Made 


what better than other seasonal lines 
before the holidays but due to weather 
conditions retailers’ sales have been 
disappointing. 


WHOLESALE SALES 


Sales by 15 jobbing houses in the 
fourth Federal Reserve Bank district 
fell off 22.5 per cent in 1931 as com- 
pared with 1930. Their December sales 
were 25.8 per cent lower than the pre- 
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In Constant Demand 












JIVIYAS 


Hardware dealers and _ other 
storekeepers for marking prices, 
etc., on tinware, glass, aluminum, 
china, agateware and all polished 
surfaces. NEW STRING feature 
eliminates use of knife to cut 
strip before unwinding. Keep 
stocked on these popular sellers. 
Order from your Jobber. 


Syvla isde ff PENCIL - COMPANY 


PHILADELPHIA USA. 
Awarded Gold medal Sesqui-Centennial 1926 
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HERES THE MARKET 





Jor rubber tips and bumper 














BOSTON 


= a RO 


| 
JUST OUTSIDE YOUR DOOR 


Every home, school-house, hospital, library, hotel and municipal building in your 
community is a potential prospect for these fast sellng replacement items. They have 
thousands of uses on chairs, doors, desks, walls and furniture for the elimination ef 


noise and the prevention of scratches. 
Prepare now to supply this enormous market by checking your inventory and ordering 


your new stock for 1932 from your wholesaler or direct. 
SEND FOR CATALOGUE NO. 50 
Complete specifications and prices on our full line of rubber tips and bumpers. 


Rubber Head Nails 


€arefully molded of unusually durable 
rubber these nails offer good protection 
wherever inexpensive rubber bumpers are 
required. Six stock sizes. 











Suction Cups 

Display signs and other objects in 
stores and restaurants may easily be 
attached to glass or varnish surfaces 
by using suction rubber cups that 
stick. Illustration shows suction cup 
No. 4886, 1%” dia. for holding heavy 
objects. Several other sizes and types 
in stock. 





Slotted Screw Tips 
Manufactured to fill the popular de- 
mand for a lower priced bumper to 
be used on door stops, furniture and 
closet seats, and hundreds of other 
places where bumpers are required. 
Supplied in several sizes. 


The ELASTIC TIP COMPANY 
370 ATLANTIC AVE. MASSACHUSETTS 





MUNICIPAL BUILDINGS 










FORSTNER 


Labor Saving 


AUGER BIT 






Bores Any Arc 


of a Circle 7 Many 


Y New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. For core boxes, fine 
and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, 
ribbon molding and mortising. 
Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 
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Made Stronger to Last Longer 


When you sell STAR 
Heel Plates you are 
merchandising the best 
that money can buy. 
They are made of the 
best materials.’ 


STAR 


HEEL PLATES 


are also larger and heavier 
than other brands—made 
stronger to last longer. 
Star Heel Plates have 
given unfailing satisfaction 
to customers for more 
than 25 years. 
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STAR YN 


Made in 8 popular selling 


sizes. Also put up 3 pairs 
assorted on CARDS. 
Sold by leading jobbers. wo? Size 


Send for samples, catalog 
and prices. 


STAR HEEL PLATE CO. 


357-391 Wilson Avenue, Newark, N. J. 


Above illustrations ex- 
actly one-half size 
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ceding December and 14 per cent be- 
low last November. Jobbers’ stocks in 
December were 12.2 per cent below 
December 1930 and 15.9 per cent less 
than in the previous month. 


RETAIL BUYING 


Buying by retailers generally is 
limited to small orders, largely for 
staple merchandise. Very little interest 
is being shown in spring goods and not 
much activity is looked for in these 
lines until spring is close at hand. 
Some business has started to come from 


KANSAS CITY 


(Kansas City Office of HARDWARE AGE) 
Kansas City, Feb. 2. 
N expected let up in business 
activity in this vicinity during 
the recent western convention, 
did not take place and as a result, 
dealers here are optimistic over the 
future. The Finance Corporation, rise 
in the stock market, and the continu- 
ous increase in the price of wheat has 
tended to restore confidence it is be- 
lieved by dealers here. While there has 
been a let up in some small lines, other 
larger items have shown a marked in- 
crease for the month. The rapid move- 
ment of washing machines and gas 
ranges has been especially noteworthy. 
One of the leading retail merchants 
here reports the largest turn over for 
several months in these two items. 
Another encouraging fact is that the 
stoves and machines are of the upper 
grades. Prices on these items have 
undergone little change, although there 
has been a tendency toward an in- 
crease. 


TOOLS ARE ACTIVE 


The most rapidly moving line here 
at the present time is tools. Excavation 


TWIN CITIES 


(Minneapolis office of HARDWARE AGE) 
MINNEAPOLIS, Feb. 2. 
ITH - both the Northwest 
WY scrote Show and the 
Retail Hardware Association 
convention in the Twin Cities last 
week, hundreds of hardware dealers 
took the opportunity to visit this mar- 
ket, and to look over the offerings of 
the local wholesale hardware houses. 
Dealers in all lines are still very re- 
luctant to place orders for future de- 
livery. 


the South in poultry netting, poultry 
supplies and wire cloth. Sporting goods 
are very quiet and it is not expected 
that much business will be done in 
these lines for several weeks. 


PRICE CHANGES 


Several price announcements came 
out during the week. An attempt is 
being made to eliminate the disorga- 
nized price situation that existed last 
year on ammunition and announcement 
has been made of an advance to the 
prices that were put out at the begin- 





for new buildings being built by the 
city has created a demand for shovels 
and similar tools. With prices of these 
items steady, the receipts have been all 
that one could expect. 


WEATHER AN AID 


The cold, damp weather that has 
prevailed here for the past month has 
been a large factor in the movement 
of some of the smaller items. Tire 
chains and tires, while low in price, 
have shown plenty of activity of late. 
Slippery streets and muddy roads have 


‘caused the demand for tire chains. 


Axes and hatchets of all sizes have also 
sold well due to the weather conditions. 
Sporting goods, especially skates, con- 
tinues to be a leader in sales here. 
Skating, both ice and roller, has be- 
come one of the leading forms of 
amusement in Kansas City, and as a 


‘result all lines of skating equipment 


have continued to show increased 


profits. 
HOUSEHOLD GOODS 


Household goods have continued 
their rapid movement during the month, 
and one dealer here expressed the 





Better Trade Sentiment Apparent; 
Prices Remain Very Stable 


PROSPECTS BRIGHTEN 


There is without question a feeling 
of much better sentiment regarding 
conditions and prospects as a whole. 
The national activities in the way of 
the Reconstruction Finance Corporation 
have contributed much to the general 
improvement in attitude. In this part 
of the country, there are two factors, 
as pointed out by some of the authori- 
ties, that have acted as a deterrent on 
business. These are, first, the low 
prices on farm products, and second, 





ning of last year but which were not 
maintained. No. 22 short shells are 
now quoted at $2.63 per thousand, 
No. 22 long shells at $3.61 per thou- 
sand and No. 22 long rifle shells at 
$4.23 per thousand. Prices are out on 
heating stoves and gas ranges for the 


present year. While various model 
changes have been made, these prices 
as far as comparisons can be made 
are practically the same as for last 
year. The general tone of the market 
is fairly steady. 


Demand Reflects Improvement; 
Higher Prices 


Anticipated 


opinion that all lines of household 
equipment could be expected to move 
well during the coming spring months. 
The customers are spending their 
money for the better grade of goods 
now because they can get the better 
grade for the price that they formerly 
paid for a second or third grade item. 


COLLECTIONS 


Collections are reported to be better 
this month. One wholesaler here ex- 
pressed the belief that if wheat con- 
tinued to advance in price, many debts 
would be paid up. With the price of 
wheat above fifty cents for the first 
time in several months, some farmers 
are selling, and putting the money in 
circulation. Payments are coming in 
in larger amounts as well as increasing 
in number. 


PRICES ARE FIRMER 


National legislation has had a-ten- 
dency to send prices upward. However, 
what changes there have been, have 
not been noticeable, but it is predicted 
that as soon as*the finance corporation 
money has been distributed, prices will 


go up. 


the inability of the local country and 
smaller city banks to offer assistance to 
the business man and farmer through 
the medium of short term loans for 
nominal amounts to enable them to 
proceed with business in the regular 
way. If the second factor could find 
relief, this might mean an upturn in 
the prices of products, and prove to be 
the exit through which the depression 
could be removed. 


PRICE SITUATION 


Prices have continued to be very 
stable in hardware lines. As a usual 
practice, wholesalers go over their en- 
tire line very carefully at this time of 
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_ SOLID STEEL 
> HEAD 








No “Creep” to this Cutter 


Rack on cutter meshes with adjustment screw, which is 
held firmly in adjustment by large clamping screw 


. « « the whole operating in solid steel head. 
“creep”, even in hardest boring. 


No 


Calibrated. One turn of screw changes diameter ex- 


actly 144”; half turn, 1/16”, ete. 
Distributed Thru Wholesalers 
THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN. 





AUGER BITS 

















Spring Hinges of Quality 


~«( CHICAGO) 
SPRING HINGES 
There Is No Substitute for Quality 





That is why the Chicago 
Spring Hinge Company, 
by correct design, quality 
of materials used and 
workmanship, aims to 
make “Triplex” Lavatory 
Door Spring Hinges the 
best on the market. 


For the same _ reason 
Owners, Architects and 
Contractors, who strive 
to build with credit to 
their name or profession, 

bt madi select Chicago Spring 
Hinges for buildings which they plan and erect. 
Hardware Dealers will find “Spring Hinges of 
Quality” easier to sell. 


Send for New Catalog No. H47 


Chicago Spring Hinge Company, 
CHICAGO — NEW YORK 




















IT’S Always 


Items for the house- 
hold are always needed 
—there’s nothing sea- 
sonable about them. 
This is why so many 
dealers stock and push 
housefurnishings the 
year round. 


If you are not enjoy- 
ing the steady income 
that a good stock of 
housefurnishings pro- 
vides, you are missing 
something worthwhile. 
Look over the advertis- 
ing pages of Hardware 
Age and put in a stock 


now! 


Hardware Age 
239 West 39th Street, New York 





“Housefurnishing Time” 
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j ‘d . " 2 . 
Our files are full of letters 
from hardware merchants all ! 
over the country giving the e 
Heller System credit for pull- . 


ing = out hed oa. 
e know that the eller 
System will helo YOU. A Hundreds of merchants thank 


poor location with small vol- = 
ae aaa aaa Te the Heller System for helping 
Heller System will increase them out of the rut. Remem- 
our volume an rin you ° . 

more profit. And now Hel. ber—it costs you nothing to find 
ler’s Time Payment Plan out all about it. 

makes it easv for you to 

install the Heller System, or 


any single item in the Heller ; 
line of business building , , 
equipment. Lack of capital 


need not deter you for Heller 
equipment makes its own Business Building Store Equipment 


payments out of the increased 


income. If you are interested W/, C, HELLER & CO. 


in getting out of the rut and * 7 
building up your profits, and 700 Bryant St., Montpelier, Ohio 


of course you are, answer  gign in the margin. New York Office 
this ad today. We have a Tear out this ad and 20 Vesey St. 
message for you. mail today. 2A Suite 500 
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the year, and endeavor to discover 
means toward lower prices, or at least 
more favorable values for the retailers, 
with the view toward stimulating sales, 
but so far, there seems but little to 
offer this year of favorabie mention. 

The new prices announced in De- 
cember on nails and wire and fencing 
have been firmly established, and ap- 
parently are permanent, at least until 


NEW YORK 


New York, Feb. 2. 


ITHIN the past week, metro- 
politan wholesalers of hard- 
ware and housefurnishings re- 


port that the demand has reflected a 
moderate gain and further improve- 
ment is expected as the spring buying 
season progresses. Local wholesalers 
express the opinion that the business 
resulting from the exhibition being held 
in connection with the New York Re- 
tail Hardware Association convention 
in Madison Square Garden this week 
will serve as a fairly reliable criterion 
of what may be expected in the way 
of spring business during the coming 
season. Early interest has been some- 
what keener than most wholesalers an- 
ticipated, and a healthy volume of busi- 
ness has already been booked in lawn- 
mowers, fertilizer, lawn fence, screen 
wire and staple spring lines. While 
some retailers are specifying immediat: 
delivery, the majority are stipulating 
that spring goods be delivered on 
March 1, March 15, or April 1. 


WHOLESALE SALES 


According to the review of credit 
and business conditions for December, 
which has just been released by the 
Federal Reserve Bank of New York, 
sales of wholesalers in this district in 
December showed a decline of 14 per 
cent as compared with the same month 
in 1930. This, it is pointed out, is 
the smallest monthly decline noted 
since last June. Total sales of re- 
porting wholesale dealers in 1931 were 
11 per cent smaller than in 1930. Col- 
lections in most lines were a little 
slower during December, 1931, than in 
December, 1930, in most lines. Retail 
sales as shown by department store 
figures were 8.7 per cent below those of 
the previous December. 


BUILDING OUTLOOK 


With trade union officials now con- 
templating a drastic cut in wages of 
those employed in the building trades, 
together with the probability that funds 
for construction will soon be more 
readily available, it appears that build- 
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other factors of transportation enter 
into the equation. Other heavy items 
in the hardware line are effected also 
by the advance or surcharge in freight 
rates. 


FUTURE ORDERS 


There is some activity in the steel 
goods line for spring delivery, and on 





Demand Shows Moderate Gain; 
Spring Lines Are Fairly Active 


ing in the metropolitan area will re- 
ceive a long needed stimulation. Manu- 
facturers and distributors of builders’ 
hardware and related lines are hopeful 
that the proposed steps will ultimately 
result in an improved demand. 


PRICE TREND FIRM 


As a rule, manufacturers and whole- 
salers are rigidly adhering to estab- 
lished quotations, and few instances of 
price shading have been noted. Price 





other items for which the turn toward 
the opening of spring activities will 
bring a demand. With the approach 
of warmer weather some of the elec- 
trical lines which depend upon the cold 
weather for volume have shown a 


weakness in prices. On the whole, 
prices have shown very little further 
tendency toward lower levels in this 
market. 


competition is keen, but the trade has 
been refusing orders unless they can 
be handled at a profit. Figures estab- 
lished on spring lines are holding firm, 
as are ihe higher prices recently sched- 
uled on nails, etc. 


COLLECTIONS 

The credit situation is practically 
unchanged. Collections are slow, al- 
though since the period ‘is now past 
for the usual increase in the number 
of business defaults, it is believed that 
the situation will soon show gradual 
improvement. 





BOSTON 


(Boston Office of HARDWARE AGE) 
Boston, Feb. 2. 

EBRUARY is ushered in with 
f=: much change in the status 

of the New England hardware 
trade. Individual purchases are very 
largely in small quantities and to an 
appreciable extent confined to current 
needs. Such needs are for the ordi- 
nary items carried in stock which come 
under the heading of staple commodi- 
ties. Stocks in wholesale and retail 
hands are comparatively small, and as 
far as possible confined to what is con- 
sidered the fastest selling merchandise. 
Interest in futures continues rather 
limited, with every indication the aver- 
age retailer is deferring such purchases 
to the time when goods will be actually 
needed. 


WEATHER A FACTOR 


Weather conditions have been an im- 
portant factor in determining the size 
of retail purchases. In western Mas- 
sachusetts, as well as in parts of Maine, 


New Hampshire and Vermont, there -- 


has been sufficient snow to create a 
public demand for sleds, snow shovels, 
stove and furnace accessories. In the 
eastern half of Massachusetts, Rhode 
Island and Connecticut, there has been 
hardly any snow, consequently sales 
of the aforementioned merchandise 
have been quite disappointing. In most 
parts of New England there have pre- 
vailed exceptionally mild temperatures 


Trade Has Unchanged Status; 
Weather Is Important Factor 


so far this winter, thus little oppor- 
tunity has been given skaters and, as a 
result, the sale of skates has been quite 
disappointing. 


INDUSTRIAL CONDITIONS 


New England metal working indus- 
tries in general are operating at the 
lowest rate experienced during the 
current business depression. As a re- 
sult, mill supplies, according to local 
wholesale concerns, are not selling par- 
ticularly well. Other industries such 
as the leather, shoe manufacturing, 
textile, etc., are making gains, although 
small ones. There is, however, a 
gradual increase in employment and 
working hours. The building industry 
is rather flat at the moment, but the 
impression one gets in talking to build- 
ing supply firms is that things will be 
very much better during the second 
quarter of this year. 


COMPETITION 


Competition in the retail hardware 
business is just as keen as in other 
lines. The question of price is becom- 
ing progressively an important factor 
in sales volume. While hardware store 
merchandise manufacturers are making 
comparatively few price changes, cer- 
tain retail dealers are selling goods at 
reduced quotations. 

It is apparent, therefore, that efforts 
are being made to boost sales volume 
even at the expense of profit. 
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You Never Handled a 
Mm Faster-Selling 
fee Dollar Item! 


Just put our small display stand 
of these Therm-O-Clocks on 
your counter and watch your 
customers buy ’em up. You 
never sold a quicker-profit piece 
of merchandise—or one that 
brings more repeat sales. Every- 
body wants one—for living 
room, boudoir and office. Makes 
the ideal prize or gift for bridge 
Sizes 3%” High by 2%” Wide Parties, etc. 


THERM-O-CLOCK 


is one of the fastest and most accurate -devices on the 
market for registering temperatures. Its principle is new, 
revolutionary and protected by patents. No coil—no glass— 
no liquid—just two simple metal parts that won’t break. 
Therm-O-Clocks come in handsome Plastic cases in a selec- 
tion of six beautiful colors and finishes. 

You will be amazed at the quick sales you will make. Hun- 
dreds of thousands have been sold in the past few months. 
Most jobbers carry them. See yours today or order direct. 


THE THERMO-0-CLOCK COMPANY 
304 S. Fountain Ave. Springfield, Ohio 


Just SHow IT AND It SELLS 














SWEDISH FILES 


For the discriminating trade which demands a better File. 
The Genuine Oberg File is really a 


PRECISION FILE 


Guaranteed to last longer, and will do a smoother job. 
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Complete stocks of all types and sizes. Write for catalog 


and new price list. 
Factory Sales Office: 
SANDVIK SAW & TOOL CORPORATION 


740 North Washington Ave., 109 Lafayette Street, 
Minneapolis, Minn. New York, N. Y. 








Here is the fastest selling 
Patching Wood in America 


V4 lb. can 
25c seller 


Bigger Profits! 
Quicker Turnover! 
Also in 10c. and 25c. 
tubes and 1-lb. cans. 


Order from your jobber, 
or write direct. 


The 
SHEFFIELD 


Bronze Powder & Stencil Co. 


5817 Kinsman Road 
Cleveland, Ohio 

















2/3 actual size 
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50 years on a DOOR 
good for fifty years more 
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Notabene 

[The solid bronze Bommer Spring Hinges swinging the 
big front doors of the old Bank of Manhattan at 40 Wall 
St., New York, since 1880 were still in excellent condi- 
tion when that building was demolished in 1929 to be 
replaced by the new Bank of Manhattan skyscraper of 
73 stories which is also equipped with Bommer Spring 
Hinges—truly an astounding record. 


These Historic Hinges can be seen at our factory 


TrRapDe /BOMMER, MARK 


Millions and Millions of People 
are Pushing Bommer Spring Hinges 
when opening doors 


Factory at Brooklyn, N. Y. 


New York Toy Fair 


February 8th—27th 























THE GREATEST NEW TOYS 
IN CAST IRON HISTORY 


On Display in 


Room 307 


5th Avenue Building 


The Great Secret: In addition to the many wonderful Toys introduced 
by Arcade previously, there are new numbers such as have no comparison 
with any prior Arcade Toy announcement. 

There are Toys that will provide the strength, value, action and reality 
that make Arcade Toys so popular throughout the country. 





ARCADE MANUFACTURING COMPANY 


FREEPORT, ILLINOIS 
BRANCH OFFICES REPRESENTATIVES 

New York Philadelphia ou 2. T. Roasts, ot Lake Cit 
200 Fifth Ave 6146 Wayne St. ne eee at oe ae 

Chicago St. Louis Los Angeles Seattle Denver 

Boston Dallas 
Merchandise Mart, 6607 San Bonita Arthur T. Otis D. D. Otstott, Inc. 

Room {4111 Ave, +1 Summer St. Santa Fe Bidg. 
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NOTICE 


Feb. 18th Issue will carry an 
announcement that will interest every 
hardware and house furnishings re- 
tailer. Don’t miss it. 


FLORENCE STOVE CO. 
GARDNER, MASS. 


Manufacturers of Oil Ranges, Ovens, Space Heaters, 
Range Burners—Gas Ranges and Electric Ranges 














THE NEW 
FAST SELLING 


PACKAGED NAILS 


No weighing—no loss in selling as 
with bulk nails, your customers 
get more and better nails to the 


pound. No scales, paper bags, or 
twine needed. Clean and easy to 
handle. The convenient way to 


handle nails for you and your cus- 
tomers. 





Handsome ey! stand provided for dealer. Holds 
assortment of 140-5 lb. cartons. Occupies small 
space—gets instant attention—creates rapid turn- 
over. For further information, write direct to 


NORTHWESTERN BARB WIRE CO. 
STERLING Since 1879 ILLINOIS 














REVOLVERS 
SHOTGUNS 


TRADE 


$ 
Co. 
mari 


Send for catalog 


Harrington & Richardson Arms Company 
Worcester, Mass., U. S. A. 














NOZZLE 





BOSTON WOVEN HOSE & RUBBER CO., Cambridge, Mass. 











“Tm glad you’re so im- 
pressed, dear; by these expla- 
nations I’ve been making 
about banking and _ eco- 
nomics,” remarked the young 
husband. 

“Yes, darling. It seems 
wonderful that anybody could 
know as much as you do about 
money without Having any of 
Sg 





Webster, they say, spoke 
perfect English. Will Rogers 
says he could if he wrote his 
own dictionary. 





A man slipped on a banana 
peel and executed a _ very 
funny fall, not being hurt, as 
it turned out, but having his 
dignity somewhat ruffled. 
When he recovered a moment 
later a friend was holding his 
hat and a number of people 
had formed in a circle. 

“What do_ these 
want?” he snarled. 

“They are not idlers,” ex- 
plained his friend soothingly. 
“Here’s a doctor who wants 
to look you over, a lawyer 
ready to bring suit for you 
and a producer of comic films 
who would like to sign you 


” 


up. 


idlers 





Summer Boarder: “Have you 
seen anything around here 
worth shooting?” 

Farmer Brown: 


1»? 


you came! 


“Not until 





Plumber: * “Well, here we 
are! And we haven't for- 
gotten a single tool.” 

Householder: “But you’ve 
come to the wrong address.” 





The wife of a man who had 
enlisted in the navy handed 
the pastor of a church the 
following note: “Peter Bowers 
having gone to sea, his wife 
desires the prayers of the con- 
gregation for his safety.” 

The minister glanced over it 











Compiled by 


Justin PHunn 


hurriedly and announced: 
“Peter Bowers, having gone to 
see his wife, desires the pray- 
ers of the congregation for his 
safety.” 





He boldly asked her father 
for his daughter’s hand. 

“Certainly, my boy,” replied 
the father. “Take the one 
that’s always in my pocket.” 





Mrs. Gleeson. (at seaside 
concert): “She has quite a 
large repertoire, hasn’t she?” 

Gleeson: “Yes, and _ that 
dress makes it look all the 
worse.” 





Lady (at busy corner): 
“Tsn’t it wonderful how a sin- 
gle policeman can dam the 
flow of traffic?” 

Her Escort: “Yes, but you 
should hear some of the mo- 
torists that are held up.” 





The milk wagon collided 
with an auto and many bottles 
of milk were broken. 

A crowd gathered. 

“Poor fellow,” said a_be- 
nevolent looking man, “you 
will have to pay for this ac- 
cident; won’t you?” 

“Yes, sir,” said the driver. 

“That’s too bad, here is a 
quarter towards it and I’ll pass 
the hat for you.” 

After the crowd had con- 
tributed and dispersed, the 
driver said to a bystander: 

“Ain’t he the wise guy? 
That’s the boss.” 





Village Postmistress: “I 
ought to ’ave some assistance 
’ere durin’ the summer 
months. Sometimes I don’t get 
through readin’ the postcards 
before 10 o’clock at night.” 





Sign at a busy small-town 
filling station: 
“Automobiles Washed One 
Dollar—Austins Dunked 
Fifty Cents.” 


HARDWARE AGE 
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THE STANDARD TOOL (0. 


Red Shield “High — Drills 


6900-6918 CENTRAL AVENUE, §S, E. 


Cleveland, Ohio 





The 
in actual red color on each 
drill. 








| 
| 








A mere pinhole 
in a roof can 
do hundreds 

of dollars worth 
of damage. 


A few cents 

worth of Pecora 
Weathertite Roof 
Coating will stop 
pinholes or cover 
many square yards. 


Nice profit for you. 
Write for generous offer. 


Pecora Paint Co. 


4th St. and Glenwood Ave., Philadelphia, Pa. 


Established 1862, by Smith Bowen 











DIAMALLOY 


The new Diamalloy 
Featherweight Adjustable 
Wrench is twice as strong 
yet a third thinner than 
the standard pattern. 
Made of newly developed 
alloy steel of remarkable 
strength. Fits where other 
wrenches will not. With- 
stands. severest strains 
without damage. 


Write for information. 


DIAMOND CALK HORSESHOE CO. 


4622 Grand Avenue, Duluth, Minn. 





























This Small Display 


= PUSH-PINS 


isore ee 
* GUP THINGS } 
Push-Pins : 


has proved itself a big seller 
in thousands of hardware stores. 

Ask your jobber for our new 
Style “C’’ Displays of Push- 
Pins and Push-less Hangers 
and get all your neighborhood 
trade. 


Moore Push-Pin Company 
Wayne Junction, 


PHILADELPHIA, PA. 














They Lock on the Wrists—Not in the 
Pocket 


In selling Peerless 
Handcuffs stress 
the fact that they 
can never become 
LOCKED in an of- 
_ficer’s POCKET. 


PEERLESS HANDCUFFS HOLD 


An officer can instantly snap them on the wrists of 
the most vicious character, using only ONE HAND. 
This leaves his other hand FREE to protect himself. 
Send for folder and prices. 





Liberal profit. 


PEERLESS HANDCUFF CO., Springfield, Mass. 











TROW & HOLDEN 


Are More Durable—Last Longer 
Trow & Holden Co. 


Barre, Vermont 








Cultivate Cutlery 


The keen dealer realizes clean-cut 
profits from his cutlery stock. A pleas- 
ing portion of his income is cut from his 


knife sales. 


Whet your knowledge on the Harp- 
wakE AGE grindstone. Profit by the cut- 
lery articles. 
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The Hardware dealer likes Moe equipment 
because it shows a profit and builds prestige 
for him; and it pays the poultryman too. 
The entire Moe line, covering practically 
every poultry equipment need is favored by 
both user and seller because it means more 
money in profits. Ask for our new 72 page 
catalog and prices. 


HOEFT & COMPANY 


2305 Davis Street North Chicago, Ill. Chick Fountain 


miq= 45 TS 3 
More Profits for Dealer and Poultryman 
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CLASSIFIED OPPORTUNITIES 


Samples of merchandise, literature, catalogs, etc., requiring more then ordinary reforwarding postage should not be addressed to box numbers. 





HELP WANTED 


Set Solid, Minimum of Five Lines......-- iaecebbsheensoeeae ‘ 


l-Inch Box Display.....-sseececcssesessesees cenwansceneee. ae 
ieeb Gasman Insertions, of Box Displays—10 Per Cent Discount 


BUSINESS OPPORTUNITIES 


Set Solid, Minimum of Five Limes........++++:+ Serey ey fo Sere 
l-Inch Box Display. ......ccccccccccccsscssevescssesers «++ $5.00 
Four Consecutive Insertions, of Box Displays—10 Per Cent Discount 





SALESMEN to travel wa € -—. Queens, pore meagre Page med 
ished wholesaler. Both territories are a men. 
Write or. ~ Address ‘UNDERHILL CLINCH & COMPANY, 84 White 


Street, New York City. 





POSITIONS WANTED 
Special Rate, One Cent a Word; Minimum Fifty Words 
Advertisements from ployed pted free of charge; inserted in two 
consecutively weekly issues. Box number address may be used. All replies 
will be forwarded by us post paid. 








: a 
Michigan’s Best Business Opportunity 
Michigan. Town 
Chemical plant. 
Reason for selling 


Hardware stock and fixtures for sale in Central 
i 


of 8,000 population, 2,500 men working steady in 
Daily Jobbers Service. 








City growing fast. 
—Must get outside. 


Address P. O. Box 94, Midland, Michigan. 


oni a 














YOUNG MAN, Married, 28 years old, having 12 years’ wide experience 
in Ketail Hardware and Paints. Five years as branch manager of a 
chain ot Prominent Hardware Stores on Long Island (12 in number). 
Thoroughly experienced in buying Hardware and Housefurnishings. Under- 
stands window dressing, store layout and sampling display boards, as well 
as modern methods of merchandising. Had own Haraware S.ore 2 years, 
forced to liquidate by depression. Desires permanent connection with 
rowing, reliable concern in Long Island, New York City, New Jersey or 
Kietropetitan district. Address Box J-644, care of ARDWARS AGE, 
New York City. 


RETAIL Hardware Man with twenty years’ experience in both retaii 
and wholesale hardware business sporting goods, paint and household 
supplies. Forty years of age, sober and industrious. Capable of taking 
charge and handling men. Can furnish first class references. Free tu 
go anywhere. Middle West or South preferred. Address Box J-605, 
care of Harpware Ace, New York City. 


HARDWARE SALESMAN, 








40 years old. Sold hardware, radio, 
electrical supplies, advertising specialties. Traveled South Wisconsin, 
Chicago, all of Illinois, North Indiana. Engineering, Sales Training. 
Sixteen years’ experience. Works intensively and effects satisfactory 





results. Salary or drawing account. Address Box J-649, care of Harp- 
warE AGE, New York City. 

RETAIL HARDWARE SALESMAN, 25 years of age with 8 years’ 
experience in Mechanics Tools, Shelf and Builders’ Hardware, also House 
furnishings. Good selling ability. Understands Locksmithing and Electric 
Repairs. Mechanically inclined. Metropolitan District Preferred. Will 
« d holesale selling. Address Box J-639, care of HARDWARE 





also 
Ace, New York City. 


YOUNG MARRIED MAN with good sales record and wide acquaintance 
with the hardware and automotive jobbers in Missouri, Kansas. Iowa and 
Nebraska, would like a connection with a manufacturer who wants real 
representation in the above territory. Services available immediately. At 

resent I am in the East. Address Bux J-661, care of HsRDWARE AGE, 

Yew York City. 


EXPORT EXECUTIVE, 39, Sales Developer, financial experience, 
speaks Spanish, German and some French; particularly familiar steel 
products and hardware lines; highest credentials prominent. New York 








PARTNER WANTED—Modern Hardware, Houseware and Sporting 
Goods store, established twenty-five years in Illinois agricultural and 
industrial city near Chicago. Only two stores serving immediate trade 
territory thirty-five thousand. Will need abdut $10,000 clean stock. Good 
location, good building, ample room for expansion. Bank difficulties 
compel owner to seek additional capital. Best of references. Address 
Box J-655, care of Harpware AGE, New York City. 


FOR SALE: Old established Hlardware store carrying complete stock 
of Builder’s Hardware, General Housefurnishings, etc. Centrally located 
on principal business street in Nassau County, N. Y. Up-to-date modern 
fixtures $15,000; $10,000 cash required, balance on terms. Consideration 
will be given.to responsible parties. Owner wishes to sell due to interests 
elsewhere. Address Box J-657, care of HARDWARE AGE, New York City. 


FOR SALE—Old established Hardware, Paints and Sporting Goods 
business in a Massachusetts city of 55,000. St and fixtures inventory 
about $25,000. Modern store located centrally on principal business street. 
Owner wishes to retire. Fine opportunity for an active hardware man. 
Fagg arranged. Address Box J-627, care of Harpwarg Acz, New York 

ity. 











WANTED: Retail or wholesale hardware business inventoried value 
$50,000 to $200,000. Located good cities reasonable rental. Pay half 





cash, half good income property in large city. Give full details. Address 
Box J-650, care of Harpware AGE, New York City. 

SALES REPRESENTATIVES WANTED 
Set Solid, Minimum of Five Limes.......cccccsccscseccseesss $3.00 
l-Inch Box Display. .......sseseeese008 eecccvcecccccccces $5.00 


Four Consecutive Inccrtions, of "Box Displays—10 Per Cent ‘Discount 





MANUFACTURERS AGENTS WANTED: A nationally known manu- 
facturer of Electric Appliances’ wishes to add to its sales force several 
capable and energetic salesmen who will sell our product to both the retail 
and wholesale trade. Give complete information on sales background. 
Liberal commissions paid. Address Box J-622, care of HARDWARE AGE, 
New York City. 


MANUFACTURERS REPRESENTATIVES calling on Wholesale 
Hardware Trade in the Southeastern States to handle a popular and well 





exporting houses; has traveled, willing to travel or accept office duties of 
responsibility. Address Box J-619, care of HArpware AGE, New York known line of Braided Cordage. Protected territory on commission basis. 
City. Address Box J-658, care of HArRDwArE AGE, New York City. 





CREDITS, COLLECTIONS, ACCOUNTANCY. _ Man with 25 years’ 
experience in wholesale hardware seeks position. Experienced travelling 
investigator and capable of taking charge of any business requiring credit 
supervision. First class references. Western States preferred. Address 
Box J-642, care of Harpware Ace, New York City. 


POSITION WANTED. Manufacturers Representative—desires con- 
nection. A high grade merchandiser with ten years’ experience throughout 
the southern and eastern states. Successful record. Age 37, married. 
home Norfolk, Va. Invite reply for personal interview. Address Box 
J-641, care of Harpware Ace, New York City. 




















SALESMAN calling on hardware and paint stores in Eastern Penn- a 
“dora —= to sapeneent a reliable pes away on a commission 

is or otherwise. 3 i 

Box J-648, care of Haxowane Act” New Your eaees furnished. Address | ¥ ATTENTION ELECTRICAL 
WANTED—Position as Builders Hardware Salesman: or Manager of [ANCE NU CI 

parry. poy 3 ae pers er yee pg the Builders’ Haldware APPL MA FA URERS 
s $_all my life and am qualified for Inside or Outside Job. Address P P : 

Box J-651, care of Harpware Ace, New York City. Established Retail Hardware and Electrical 
HARDWARE MAN. experienced in Mill, Factory. d Contract i i 

Supplies, Pipe a ang = ee aaennes. Mixed "Pale; Geenieen, House is oe wholesale earn — 

s an iscellaneous Hardware. i i 4 
Fath ee on ee anywhere. Address Box wishes to hear from manufacturer who can sup 
toma 2 gee aca pe = sites Png eget paints and house- ply a low priced line of electrical appnianees. 

nishings, also glazing and keymaking, wishes t t wi i ° i i i 
or ives house with opnortunitv for Bien vnotowtorggas «Bon eae A-l Credit. State full particulars and wns ig ih 
care of Harpware Ace, New York City. etc. Address Box J-660, care of Hardware Age, 

YOUNG MAN familiar with the hardware trade in Maine, New 7 ° 
pean gy = cA emg wants —e, sapooneans manufacturer in these New York City. 
s on either salary or commissi sis. dd - 
ames ken Se een yasis ress Box J-647, care of a a 


ROPE SALESMAN WANTED. 
Ib. basis. Fast selling side line, five per cent commission. 
Company, 82 South Street, New York City. 


100 per cent pure Manila rope, 14c. 
i United Fibre 





SALES ACCOUNTS WANTE 
Set Solid, Minimum of Five Lines........ecseecceccecsessees 
Se To 5.0 6.0 06 60 be 4 66's 6050.0 0.0.05 450000890060 b08 $5.00 
Four Consecutive Insertions, of Box Displays—10 Per Cent Discount 

















YOUNG MAN, 7 years’ experience in retail hardware and_house- 
furnishing, etc. _ Handy with tools and possesses chauffeur’s license. 
Desires position in Metropolitan New York. Address Box J-656, care of 
Harpware AcE, New York City. 


BOOKKEEPER—Capable taking charge full set of books. Several 
years with Hardware firm; also acquainted with sales,‘typewriting. Will 
take any clerical position. Address Box J-659, care of Harpware AGE, 
New York City. 











WE ARE LOOKING for items in the Hardware, Auto Accessories and 
Tool Specialties line, etc., that are made of cast iron_or malleable iron 
and that have a ready market. Give details. Address Box J-654, care of 
Harpware AGe, New York City. 


OLD ESTABLISHED Hilardware Manufacturers wish additional lines 
for their representatives to sell on straight commission basis. Address 
Box J-645, care of Harpware Ace, New York City. 





HARDWARE AGE 




















So 


INDEX TO ADVERTISERS 


THD ADVERTISERS INDEX is published as and not as @ part of the advertising ae. Every care will be taken to index correctly. 
‘No petro will be made for errors or failure to insert 
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The greatest forward step in _ rust-proofing 
poultry netting since the introduction of hot- 


dip galvanizing. 
SUPERIOR BRAND NOW MADE FROM 
COPPER BEARING STEEL 


Galvanized before or after weaving. 











Copper Bearing Steel wire (.20 per cent pure 
copper) gives much longer life to Superior 
Brand netting. It holds galvanizing longer. 
Safeguards against peeling. Makes the coating 
firmer and more ductile. 


Superior Brand _ Netting 
made from Copper Bearing 
Steel costs you no more. 


Write for complete story today. 


G. F. WRIGHT STEEL & WIRE CO., 








WORCESTER, MASS., U. S. A. 











Quickest and Easiest Way to handle, 
measure, cut, and wrap wire screen cloth. 
Open display. Models for all stores, large 
or small. Write for descriptive catalog on 
12 models. 


MARVEL RACK MFG. CO., Inc. 


Minneapolis, Minn. 














There is a Wide 
Field 


for the use of MILLER RED 
DOT Keyless Padlocks around 
the home, farm and garage. 
Only authorized persons can 
open a keyless padlock. There 
is no danger of keys being 
lost or duplicated. Miller RED 
DOTS, packed in attractive 
display boxes, and with each 
lock in an individual carton, 
warrant better profits and ob- 





The Miller RED tain them. 
DOT No. 29 
RETURN THE COUPON 
The J. B. Miller Keyless Lock Co. 
201 Lock St. (Dept. G) Kent, Ohio 
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1 The J. B. MILLER KEYLESS LOCK CO. ; 
& 201 Leck St., Kent, Ohio 5 
4 Gentlemen: a 
' Please send more information about your RED DOT KEYLESS ' 
g PADLOCKS. 
y (check) ; 
y dealer i 
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When There’s a Building 
“Going Up” Near You— 


—put some of these light, all 
steel, NON-LEAKABLE hod 
carriers in your window. Many 
men suffer the discomforts of 
the old style simply because 
they do not know of the new. 
Here’s a good opportunity—the 
investment is small—the profit 
. excellent. Write us today for 
prices. 
Never Drip Steel 


Mortar Hods 


These hods = 
ma entirely o 
wooden 





are heavily - 
forced. The fork 
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jeavy-gauge 
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THE CLEVELAND WIRE SPRING CO. 
CLEVELAND, OHIO 
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The Most Uni que Wi 


Tools ever offered 
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ushers in the new line of Stanley —_ Senne Tools 





GOOD WORK 


depends upon 


GOOD TOOLS 


N answer to the demand from 
Hardware Dealers all over the 
country for real value tools at mod- 
crate prices to meet the requirements 
of Farmers, Householders and Hob- 
byists, we announce the new line of 
Stanley Four Square Tools. 





There are only 23 tools in this whole 


The New Display 


Printed in 8 colors, this new window dis- 
play is a combination lithograph dis- 
play and electric flasher. It will attract 
attention to your window day or night. 


Notice in particular that the display can 
\ be used with both “Stanley Tools” and 
“Stanley Four Square Tools.” You can 


iy THE STANLEY RULE & LEVEL PLANT 


New Britain, Conn. 





| STANLEY 








FOUR 
SQUARE TOOLS 








line and every one is a value tool at a 
price that will satisfy householders. 
The tools are attractively finished in 
two colors—red and gray. Displayed 
alone or with this new sparkling win- 
dow display they cannot help but 
arouse the interest of every tool user 
in your community. 


build a wonderful tool window appealing 
to every kind of tool user—those who 
earn their living with tools, those who do 
their own repair work, and those who use 
tools merely for the fun of it. 


Send us the coupon below for one of these 
new displays. Also include your Jobber’s 
name. The display will be sent to you 
immediately. 
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New Britain, Conn. 


Window Displays. 


Our Jobber is 





The Stanley Rule & Level Plant 


Send us, free of charge, one of the new 
We are interested in 
Stanley Four Square Tools. 





FEBRUARY 4, 1932 





| a VY oe | 














No. SLEG 


Trade Mark 
Registered 





Made by 
Fishermen 
Who 


Know 














Universally Prized By 

Fishermen Everywhere 

For Original Patterns 
and 


Exclusive Features 
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} SOUR,” 


ASK OUR SALESMAN TO SHOW YOU OUR FULL LINE 





Made for 
Fishermen 
Who 


Know 
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No. D963 











We Carry the Largest 
and Most Complete 
Line of Fishing Tackle 
Assembled Under 
One Roof 




















Shapleigh National Series No. 1749 
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